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No.3 Shrub Rake 







® “Perma-Tine’’ Construction... Castin Aluminum 
® No Rusting Between Aluminum Frame and Tines 
° Aa | Ag Oil-Tempered Tines 

® Fiexes But Won't Break 

* Replaceable Clear-Lacquered Handle 

° rr Leaf Area ® Blue Enamel Finish 


The new ATKINS INTRODUCTORY OFFER presents the 
first of a brand-new line of high-quality ATKINS garden tools. 
You getya FREE shrub rake with each leaf or broora rake you 
buy! Sell the shrub rake for extra profit or offer your own 
“free rake special” and watch the sales pour in! 


’ 
See your ATKINS wholesaler today... rake in extra profits 
and salés! 



















ELECTRIC 







* 
#8 4 


. Guaranteed by * 
Lhood Housebeepin, j 
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HANDLE WITHOUT CARE... 
IT’S WASHABLE! ota 


SESS FOR EASY SALES! 


tire pan, including the 

controls, in water up to 
Tell ’em to dip it in sudsy water ... controls and all, 
right up to the Signalite for easy washing. Universal's 











the line below the Big 
nalite for easy cleaning. 


HANDY COOKING QuUIDE sealed-in controls are safe and sure. Sell ’em tabletop 
eer — a cooking for meal-making convenience. Universal’s 
OTF COOKING Of VaTi- bas ‘ . . : 
ous foods. Signalite shows traditional quality is their assurance they are buying 
correct temperature has the finest. STOCK UP NOW! 


been reached, 


NOW IN TWO SIZES! 


THERMO-CONTROLLED HEAT 





aces heat Outta & fiat 110 SQUARE INCHES 132 SQUARE INCHES 
420° to a positive “off.” Perfect for medium-sized Ideal for entertaining or 
Thermostatic control families. Model 8210 — big family meals. Model 
sanpe wanes Sens conten $19.95, cover $2.00 extra. 8222-— $25.95, cover incl. 





Everything points to the BIG YEAR! LANDERS, FRARY & CLARK, NEW BRITAIN, CONN. 
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Check List of 
Popular AMERICAN Chains for 
Your ‘Do-It-Yourself’ Customers... 


@ ‘The “Do-/t-Yourseif” idea can no longer be shrugged off as a fad or a 
passing fancy. It has gathered such momentum that it has become a national 
habit—a good habit that today is shared by your own customers. 


AMERICAN CHAIN helps you to cash in on this wholesome habit by offering 
a wide assortment of chains for countless “‘Do-/t- Yourself” uses. Perhaps no 
other kind of goods you sell has so many 
uses in and around the home as your 
AMERICAN CHAIN line. You will find it » AME RICAN 


profitable to stock and display promi- 


nently a complete assortment of , “CHAIN: 


‘ACCO 


products 


































AMERICAN CHAIN items all year round. 


For prompt service, order from your 
AMERICAN CHAIN wholesaler. 


Sell AMERICAN Chains for: 


(] Garage doors (_) Furnace regulating 
(| Pipe hanging (| Fire escapes 

() Porch swings [ ] Ornamental uses 
|) Playground equipment _[_] Furniture braces 
(] Lawn borders []...also snaps— 


swivels— 


) Gymnasium equipment eels tides 


[] Dog runners 


ACCO Chain Sales-Maker 


Your customers will buy chain when they can see it and 
feel it on your ACCO CHAIN SALES-MAKER. Pictured at right 
is Assortment No. 38, our most popular one, containing — 


175 ft. 2/0 Tenso Chain, Bright Zinc Plated 
125 ft. 3/0 Lock Link Chain, Bright Zinc Plated 
200 ft. 3 Tenso Chain, Bright Zinc Plated 
75 ft. 2/0 Twist Machine Chain, Bright Zinc Plated 
100 ft. 35 Sash Chain, Bright Zinc Plated 
200 ft. 1/0 Brass Safety Chain, Bright Finish 
200 ft. 16 Double Steel Jack Chain, Bright Zinc Plated 


R 


ACCO’s New Packaging == A 
Makes Selling Easier 






The newly designed acco -- 
a in attractive blue and 
gold, make it easy for customers 
and salespeople to locate any 
packaged chain item in seconds. a. 


Display these colorful packages on AcCcO American Chain Division 


your shelves and counters for your 


/, | 
“Do-It-Yourself"’ customers’ con- s AMERICAN CHAIN & CABLE | ac 


venience. 








© Order from your nearby 
AMERICAN CHAIN wholesaler 





York, Pa., Atlanta, Boston, Chicago, Denver, Detroit, \ Va ve 
) Houston, Los Angeles, New York, Philadelphia, Pittsburgh, 
Portiand, Ore., San Francisco, Bridgeport, Conn. 
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Editorial 


by W. A. Phair 


A (uz for manutacturers... 


Quizzes seem very popular these days. Here is a timely quiz for 
executives of hardware manufacturing firms. How would you make 
out? 


Question: Can you have acceptance of your product by both discoun- 
ters and regular retailers—at the same time? 


Question: Can you get national distribution through discounters only 
—and still maintain control of your product? 


Question: What are the chances of wholesalers’ private brands grow- 
ing in importance to the point where they will push footballed 
national brands off retailers’ shelves? 


Question: Wiil discounters still want to sell your product after all 
regular retailers have dropped it from their stock? 


Question: Discounters are moving out of loft locations and into high 
rent areas, shopping centers, etc. They are also being forced to 
underwrite heavy advertising programs. Do you think they are 
increasing or decreasing their cost of doing business? 


Question: Which is the best policy for the long pull? (1) Distribution 
through thousands of retailers all across the country, or, (2) dis- 
tribution centered in a few large discounters located only in large 
cities? 


Question: {s it possible that haphazard sales policies of some large 
national brand manufacturers are causing wholesalers to encourage 
and support new, small manufacturers of competing lines? 


Question: What are the basic elements that go into establishing a 
successful national brand product? National advertising? Nationa) 
distribution? Anything else? 


Question: Is there a profit in your product for all your distributors, 
wholesale and retail? 


These are all serious questions that manufacturers must answer 
soon. Too many important suppliers are trying to straddle the 
fence, and it just can’t be done. 


We hear much discussion these days of a “revolution in retailing.” 
It is true that retailing is undergoing many drastic changes. But these 
innovations are just surface indications of a more drastic revolution 
that is taking place—a “revolution in distribution.’ 


This upheaval in distribution concepts is not limited to wholesalers 

















Editorial 


and dealers. Like it or not, manufacturers are a part of this revolution. Its 
outcome will have significant effect upon the welfare of many manufacturers. 


If you doubt this, take a look at the appliance and tv trade. Watch the 
confused milling around of distributors, retailers ... and manufacturers as 
they try to make order out of the chaos. Mergers and purchases tumble over 
one another so fast it is impossible to keep up with them. And bankruptcy 
rates among appliance retailers continue at an abnormally high rate. 


What started it... 


What caused this mess in the appliance and tv field? Basically, it was 
caused by unsound marketing practices that took the profit out of retailing 
appliances, radios and tv. 


When the profit went, distributors dropped the lines, if they could. If 
they couldn't, they ran into financial problems. Bankruptcy rates among ap- 
pliance and tv retailers shot up. As these stores went out of business, manu- 
facturers found themselves without outlets. 


Then the fun began. The resulting struggle for outlets has resulted in 
much blood being scattered about the countryside, and many casualties. And 
the end is not yet in sight. 


All sorts of solutions to this headache have been put forth. Many different 
methods are being tried. One technique that appears to be receiving a real 
test is the “protected franchise” method. This method is, essentially, a 
means of marketing a product with the manufacturer retaining some control 
over how his product is retailed. 


One important characteristic of this franchise method is that excessive 
cutting of prices can be prevented. Thus, a reasonable profit to all the part- 
ners in the distribution channel is possible. How this will work out in to- 
day's disorganized market, only time will tell. 


The picture in hardware is quite different from the appliance situation. 
But, I do think that some products sold largely in hardware stores are fast 


pushing themselves into the same sort of mess, and with the same basic 
causes. 


It would be tragic to see the appliance debacle repeated in lawn mowers, 
or power tools, to name just two lines that seem to be getting out of control 
But, it could happen. 


A serious study of the questions in the Quiz on the preceding page could 


be most helpful in preventing a recurrence of the appliance situation in other 
hardware lines. 


I do believe that hardware distributors and dealers would be very much 


interested in knowing how various manufacturers would answer these ques- 
tions, 


continued 
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’ Whatever your \ 
cylindrical 


lockset 
A. needs... 
a i low-cost 
residential 


standard duty 


heavy duty 












| your best buy 
NO ee = today is 


aN - wan al LOCKWOOD! 
Pa. 


NEW ‘'R’ Series Over 1.000.000 installations in a 





matter of months . a record-breaking ac eptance in the 
low-cost residential field. Solid brass, bronze and alumi- 
num 5-pin tumbler cylinder .. . all steel mechanism . 


234” backset (5” if desired). Decorative trim plates. 


NEW ‘'S’ Series Finest of all standard duty lock. 


sets .. . 5 or 6-pin tumbler solid brass cylinder 

screw-on roses both sides . . . equal knob projection both 
sides .. . wrought brass, bronze or aluminum. . . uncon- 
ditionally guaranteed . . . installs quickly and easily 


2%," - 5” - 7” and 10” backsets. Decorative trim plates. 


NEW '‘H’ Series 1 hic industry s most distinguished 


lockset for heavy duty applications .. . recognized for 





outstanding beauty ruggedness and smoothness of Opera- 
tion. All parts of brass, bronze, aluminum or steel . 
dramatic, decorative auxiliary rose plates in wrought 
brass, bronze ot aluminum, 24," ~ BY ~~ 7% = 10” (on 
longer ) backsets 









LOCKWOOD 


LOCKWOOD HARDWARE MANUFACTURING COMPANY 
Fitchburg, Massachusetts 
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WASHINGTON 


NEWS 





BY WASHINGTON 


Another Good Year Is Forecast 
For Builders’ Hardware Lines 


It looks like the market for builders’ hardware for 
building new homes next year will be about as big as 
it was for 1956. 

Predictions for new home building next year now 
range from a high of 1.2 million by a group of private 
economists, to a low of 800,000 by builders who are 
seeking government action to strengthen their indus- 
try. 

About 1.1 million new homes will be built in 1956. 

Government construction experts are mildly pessi- 
mistic. They predict spending for new homes will 
drop by half-billion dollars, and the number of new 
homes to 1 million. 

In spite of a possible dip in home building, con- 
struction of all kinds is expected to be up $2.4 billion 
in 1957. Construction in 1956 amounts to $46.5 bil- 
lion. 





A strong market is shaping up for 1957 in builders 
hardware and in other hardware lines used for con- 
struction. If you feature builders’ hardware, tools and 
similar lines expect around a 5 percent gain in dollar 
volume. 


When Floods Come This Spring 
Your Store Can Be Protected 


Hardware dealers and home owners will be able to 
buy flood disaster insurance early next year. This is 
under the new flood insurance program adopted by 
Congress last spring. 

Under the $7.5 billion program, business firms will 
be able to purchase up to $250,000 in flood insurance 
and home owners up to $10,000. This insurance will 
be offered through private insurance companies. Busi- 
ness firms and home owners will pay 60 percent of the 


BUREAU 
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premium, and the government will handle the balance. 

The work of setting up rates and commissions is 
about finished. This was done by the new flood indem- 
nity branch of the Housing and Home Finance Agency. 





If you are in a flood or high tide area keep in touch 
with your insurance agent or broker. Figure out the 
insurance you'll need and be ready to buy this protec- 
tion as soon ag it is available. Meanwhile, HARDWARE 
AGF will keep you posted on action in Washington. 


Brace Yourself For Increases 
In Freight Rates Next Year 


The cost of goods you sell in your store is likely 
to go up because of higher freight rates. 

Here is the way the freight rate situation shapes 
up now: 

The railroads are asking the [nterstate Commerce 
Commission for a 22 percent increase in freight rates, 
7 percent now and the rest as soon as possible. Vir- 
tually all commodities, will be affected. 

Shipping officials fighting the rate boost admit pri- 
vately that the question now is not whether a boost 
will be granted, but how big it will be. The ICC will 
act on the 7 percent early in 1957, and the remainder 
by mid-year. 

The full 22 percent increase will add about $1.4 
billion a year to freight bills. 





The railroads probably will get about 75 percent of 
what they are asking. This would follow the pattern 
uf recent ICC rate decisions. Last March the railroads 
asked for a seven percent increase and got five per- 
cent. In figuring your budget for 1957 allow five to 
10 percent hike for freight costs. 


(Continued on page 68) 
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SELL POWER TOOLS... 
AND YOUR OWN SPECIALS, 
IN VOLUME WITH THE NEW... 


PORTA Bats | ELECTRONIC 
~— SHOWCASE 


THE GREATEST powep 


TOOL 
mised Tolitey PACKAGE 


EVER! 


An All-Season, All-item Merchandiser 


... complete with appropriate, removable 
a4 signs for all selling occasions and seasons. 


70% of the Pet Electronic Showcase display area is 
reserved for your selection of items or lines for 
daily, weekly or monthly promotion. The remaining 
area exposes big-ticket, high profit power tools 





under guard ... and displays them out in the open, 
where they'll sell in volume to build impulse sales 
| and profit. 


| PROTECTED AGAINST THEFT 


... buzzer signal system that can be heard all 

| over the store reports when any electric tools 

Lol are removed. Guards your prominently dis- 
played power tools. 





Complete package contains: new 
Electronic Showcase; the Pet Power 
Tools that account for 80% of sales; 
colorful merchandising materials! 
The Electronic Showcase was con- 
ceived by Retailers of Hardware 
(like yourself) for stores like your 
own. Provides an attractive, atten- 
tion-getting area for displaying 





Or : 
nes THESE TOOLS whatever you choose. Mail coupon 
PACKAGE INCLU e apOM ORBITAL SANDER for complete prices, terms. 
neil! ON ] 
Two 4406M we 804M 
7h UN 
ONE 630M 6 BACK VIEW 
, | . mail te GEORGE WEATHERBY, Seles Manager HA 12-4 
* PORTABLE ELECTRIC TOOLS, INC. 
8. COUPON COMPLETE INFORMATION 
MAIL TODAY FOR : , ® 320 West 63rd Street, Chicage 20, Ilineis 7 
. | Please send me full details about your new 
| Pet Electronic Showcase package 
JOB - sedpeane | 
A TESTED we -| 
ADORESS see | 
: 
&: city ee TATE a 
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LATEST 


Portable picnic ice chest 


Young and old alike will be cus- 
tomers for this Carleo picnic ice 





chest. It is a portable ice or food 
container. The steel chest is of 
modern design with a sunset red 
body and vellow cover. Carleo boxes 
are available in two sizes, 17 x 
10 x 12 in. and 21 x 10 x 12 in. 
Each comes with a metal ice con- 
tainer. Carlisle Mfg. Co. 


Por more data circle Ne. 1 on postcard, p. 65 


Multi-purpose paint scraper 
This multi-purpose paint scraper 


has a pivoting, indexing cutter 











blade which can be locked in eight 
positions, Cutter and housing ro- 
tate and lock to scrape in any 
plane while the user’s hand remains 
in the normal position. Unit has 
four different edges for coarse and 
fine scraping. Retails at $1.98. 
Extra cutters are 25¢ each. Allway 
Mig. Co. 


Por more data circle Neo. 2 on posteard, p. 83 


Copper-ceramic ashtray line 
Here is a line of abstract 

ceramic-fired copper ashtrays de- 

signed as gift department items. 





One series is in the shape of a free 
form deep sea fish (illustrated). 
This group of ashtrays is avail- 
able in emerald green, burgundy 
and gold. Each color is also avail- 
able with lines outlining the fish’s 
mouth, eyes and bones. Retails at 
% 7.50 each. Yale & Towne Mfg. Co. 


Per more data cirele Neo. 3 on posteard, p. 4 


Extension for ironing cord 


Housewives will be customers for 
these two electrical specialty prod- 


INFORMATION ON NEW PRODUCTS AND SERVICES 








ucts. The ironing cord holder (illus- 
trated) is packaged in a colorful 
self-selling display card and retails 
for about $1.98. Unit comes com- 
plete with a 6 ft. extension cord. 
G-E’s room refresher employs an 
ozone lamp to destroy room odors. 
The unit retails for about $4.95 
and is packed in an attractive eye- 
catching carton 


> 
(0. 


General Electric 
Por more data circle No. 4 on posteard, p. 83 
Aluminum cased food jars 


Picnic enthusiasts will be cus- 
tomers for these aluminum cased 
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Want more information on these 
products? Then use free post 
card on page 83. 


in hardware merchandise... 


FOR THE HARDWARE DEALER 





food jars. No. 86 line is replacing 
No. 6072 and 6074 Thermos brand 
line of food jars. No. 86 line will 
be deluxe companions to the No. 
54 line. Quart size item No. 5486 
retails at $4.50. Pint item No. 
5286 at $3.50 and the 10 oz No 
5086 sells at $2.75. American Ther- 
mos Producta Co 


For more data circle Ne. 5 on posteard, p. 83 


Colored food warmer candles 





, : } 
Color minded hostesses will be 


eustomers for these food warmer handle that turns 180 degrees. The 
candles available in pale pink, rose, lock comes in steel, brass or bronze 
material with bright or dull brass, 
dull bronze, and bright chrome 
finishes. Sash lifts come in finishes 
to match each lock. Four assort- 
ments of 2 doz locks and matching 
lifts are available. A counter dis- 
play unit comes free with each as 
sortment. National Lock Co. 


For more data circle No. 7 on posteard, p. 85 


Lockset modernization kit 
Here is a kit to convert any mor- 
tise locksets to Kwikset “400” line 





deep yellow and medium blue. Can- 
dies are packaged four assorted 
colors to a cellophane wrapped box, 
236 boxes to a case. Item 52/705 

, retails at 30¢ per box. Will & Bau- 
mer Candle Co 


Por more data circle Ne. 6 on postcard, p. 84 


Window sash lock and lift 

The 4-D sash lock features a 4- 
way closing action that provides 
weather tight security for double 
hung windows. Other features in- 





clude a wide pad and a square tip (Continued on page 80) 
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TO HELP YOU § 


SELL 


Ra. BE BRERA? Be 
AND OTHER DEALER 
SALES weer ses 







Mower merchandising rack 


Here is a wrought iron display 
rack that holds any two of Lawn- 
Boy's eight 1957 mower models 
The colorful rack holds one mower 
slanted downward and one upward 


to show all features. The accessory 


(een sew 
= 





line, a leaf mulcher, windrower and 
electric starter, are also shown on 
the rack which takes up 2 sq ft of 
floor space Another rack holds 
sales literature. Lawn-Boy. 


For more data circle Ne. & on posteard, p. 83 


Aluminum screening rack 


Here is a double sided tubular 
aluminum display rack for Opal 
insect wire screening. The unit has 
five shelves and will hold 10 rolls of 
screening in widths of 26 to 36 in 








(Continued on page 96) 
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155% 


INDUSTRIAL 











OCT. PRODUCTION 
1966 156% 

OcT, 

1966 >» 147% (Un 
SEPT, 146% al 
1966 > adjusted) 


(in percentage) 





140% 


Bouree: Federal Reserve Board 





















































For more How's the Hardware Business see page 102 


> Hardware Sales Hurt by Trading Stamps 


» Who Collects on Unredeemed Stamps? 


>» Higher Construction Spending Forecast 


Do Trading Stamps Hurt Hardware Stores? 


Yes, Because 90 Percent of Premiums Redeemed 
Might Have Been Bought from Hardware Dealers 


How much business do trading 
stamps take away from hardware 
dealers? 

Plenty, 
study, 


according to a _ recent 
About 90 percent of the 
premiums shoppers want items for 
their stamps that could be bought 
in hardware stores. 

Here is how these stamp redemp- 
tions break down: 

@ 30 percent will be 
appliances. 

® 18 percent will be kitchen sup- 
plies. 


electrical 


@ 12 percent will be aluminum 
lawn chairs, folding chairs and 
tables. 

® 7 percent will be toys and 
wading pools. 

@ 5 percent will be Christmas 
gifts. 

@® 4 percent will be picnic sup- 
plies. 

@® 4 percent will be steam irons. 

@® 4 percent will be 
coolers and jugs. 

@ 3 percent will be sports equip- 
ment and golf balls. 


picnic 


14 


® 3 percent will be tools and 
electric equipment. 

There are other premiums on the 
list of items shoppers save stamps 
for, but these were the ones most 
frequently mentioned. 

These facts were drawn from a 

(Continued on page 102) 


Higher Spending Forecast 
For Construction in 1957 


More money will be spent on new 
home construction next year. 

That is the forecast of F. W. 
Dodge Corp. Dodge estimates that 
contract awards for new homes in 
the 37 states east of the Rockies 
will total $10.8 billion in 1957. 
This compares with $10.2 billion 
in 1956. 

The predicted increase in dollar 
volume reflects higher costs. No 
increase in total floor area is ex- 
pected. 

Dodge estimates that 7 percent 

(Continued on page 108) 
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New Jersey Wants Cash 
On Unredeemed Stamps 
Did you ever wonder what hap- 
pens to the money of trading 
stamps that are not redeemed? 
The state of New Jersey did 
And New Jersey thinks the cash 
value of unredeemed stamps be- 
longs to the state. At least it is 


out to collect on unredeemed 
stamps, 
New Jersey claims that under its 


escheat laws it is entitled to the 
cash value on unredeemed trading 
stamps five years or older. 

It argues that the company is 
obligated to pay premiums on all 
stamps. Thus, under the escheat 
law, the value of unredeemed 
stamps should go to the state in 
cash. 

The state filed suit against 
Sperry & Hutchinson Co., of New- 
ark, merchandiser of green stamps 
dismissed several 
months ago in Superior Court. The 
state filed an appeal with the Su- 
preme Court. 

The Supreme Court deferred its 
ruling after hearing arguments. 


The suit was 
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‘‘Our tool sales doubled after putting in the 
P&C R-150 Tool Merchandiser!”’ 


IF YOU WANT MORE PROFITS FROM YOUR TOOL 
DEPARTMENT READ WHAT THESE P&C DEALERS SAY: 


‘Sales sharply increased when the R-150 was put in.”’ 
The R-150 can't be beat for impulse buying.” 

‘Our turnover is unbelievable.’ 

"We now sell tools we carried but never sold.” 


“Inventory control is so easy now. | 


PROFIT MAKING FEATURES OF THE AMAZING 
P&C R-150 TOOL MERCHANDISER: 


® Neatly displays a complete line of 150 popular tools, 
each one a P&C ‘best seller.'’ 


So compact——only 32 wide. 

Every tool shadow ovtlined, clearly priced, numbered. 
Flashing beacon draws 14% more customers. 

Display revolves tor easy customer shopping. 


Attractive eye-catching blue, yellow and white colors. 


Top quality tools, backed by famous P&C guarantee 
and national advertising. 


[ oe 2 
. ae 
cons sso 
? 


© Puts the tools out where your customers con see ‘em, 
feel ‘em and buy ‘em. 


© Over 12,000 P&C Merchandisers now in use. 


WANT TO INCREASE YOUR PROFITS? 


IF YOU LIKE MONEY and aren't getting all the profit 
per square inch you should from your tool department ask 
your hardware wholesaler about the P&C R-150. Or write 
for complete information today ! 


riya gage 


Sataae 


; 


iTool Company 





Dept. A-3, Box 5926, Portland 22, Oregon 
and Schiller Park, Mlinois 


P&C... the best tools money can buy. 
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From this 1 compact display yon can ppy Ge proper tool for 


practically every requirement of the home ndyman or poe - “f 
sional service-repair man. With these tools he can solder, hot-cut 
plastic tile, heat-seal 


, remove old putty or dents from wood 


surfaces, saw almost any material any shape, sand and polish, 
drill %&” holes in metals or masonry —to %” in wood. So you can WV Cb 
take care of customers, but at a profit — without stocking every 


size and type of tool known to man. These 4 tools are our most 


popular, stocked by jobbers everywhere. The 4 are shipped in 4 BASIC 
their regular individual cartons, packed in 1 master carton. 

Weight 18 Ibs. Display Board comes in separate carton. A POWER 
tremendous success wherever Board has appeared — tool sales 

increases 50% to 500%. Order yours today! TOOLS 








EVERYTHING NEEDED FOR THE HOME 


The Package — Extra Profits This Way 





TOOLS LIST _ -YOuR COST 
1 — #250 Soldering Gun $12.95 | $ 8.64 
1 — #505 Power Saw 29.95 19.97 
1 — 4707 %” Power Drill 26.95 17.97 
1 — #202 Sander-Polisher 13.95 ; 9.30 
1 — +10W Merchandiser 10.00 — 


1 — Assorted Literature ~ 


TOTAL COST $55.88 





Your Profit $27.92 








— 2 

DAY AND NIGHT-COAST TO COAST 
WEN tools are PRE-SOLD for you by extensive national and local advertising, 
publicity in megatines, newspapers, trade pepers and by reflector lighted 
highwoy signs coast to coast) Over 76 million potentio!l viewers a month 
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GOES ANYWHERE 
e ON COUNTER ¢ ON FLOOR 
oe IN WINDOW @ON WALL 


woRKsHOP! > 

















=——10.00 DISPLAY BOARD 
MERCHANDISER 


Assorted Literature 





QUICK ACTION COUPON 


O.K. PLEASE SEND US (quantity) 
No. 10W Display Board Deals G@ $55.88 
each, as advertised. 


WEN PRODUCTS, INC. ADDRESS 


5808 NORTHWEST HIGHWAY | ciry STATE 
CHICAGO 31, ILLINOIS OUR JOBBER 


if un. Be eee 









BIG HELP TO 
XMAS SALES TOO! 





aoowovweoe 4 
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NEW CONSUMER ADVERTISING! NEW 


Here’s why this big new promotional 










Continuous advertising in GOOD HOUSEKEEPING and LIFE 
magazines will reach 41,550,000 readers—help pre-sell your 
customers on the complete line of Rubberset paint brushes. 









Famous Good Housekeeping Guaranty Seal on all Rubberset 
brushes works hard for you at the point of sale. Of all the 
women interviewed in a recent survey, 79% said the seal 
ix.fluences their purchases, 









New Rubberset “3-D” Display 
Selis for You in Three Dimensions 


This modular display panel strikes a compelling modern note, 
Use it as a single unit or in numerous interesting and effective 
combinations featuring the use of curves. Dimensions are 24” 
by 24” (perimeter), and up to 20 sizes of brushes can be displayed. 
Both sides are finished in vivid Chinese red lacquer. 


to, 





—e Makes No i Senior Panel Board Display 
on Counter Space h Makes an impressive display. It is 


36” x 24” and comes equipped with 
20 single-prong holders. Lacquer fin- 
ish is a neutfal gray. 

Attached to the wall by a sturdy bracket, 
it takes up little room, releases up to 
4 sq. ft. of counter space. It is 36 inches 
high . . . revolves freely at the touch of 
the interested customer's finger. Each 
panel of the display is a different color 
and the unit displays a large number and 
variety of b for easy inspection. 
It rings up sales as if it were geared to 
the cash register! 





Junior Panel Board Display 


For use in limited space 
or an assembly in multi- 
unit displays. Holds 
ubberset brushes in 7 
graduated sizes. Dimen- 
sions 24” by 12”. Furnished 
with 7 single-prong holders, 
2 legs. Neutral gray lacquer. 
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the Blue Chip Brush | 








DISPLAYS! UNIQUE PACKAGING! 
udberset yom 


| Line for ‘57 I 


ng PACKAC TE 





program makes 












FVE-FuLL 


Rubberset’s unique, colorful Inspecto-Pak packaging promotes 
easy identification, protects the brush, permits easy inspection, 
and stresses the salient points which sell the customer the quality 
brush for his job. Good Housekeeping seal and “As advertised 
in LIFE” sticker help to cinch the sale. Each Rubberset brush 
now has a convenient hole in the handle to facilitate dealer dis- 
play, make storage by customer easy. Another good reason they'll 
prefer Rubberset! 







Sea 
SZ 
SEA And Here Are a Few of the Ways 


You Can Set Up These Rubberset Displays 
to Make Your Brush Department 70% “Self-Service” 


apo 


| 


























bee , A MS. » 
Fit two 3-D Panels around Both sides of a 3-D Panel Two 3-D Panels make 5S. Butterfly display formed by inverted 3-D Panel makes 
support post for more effi. placed on end are usable shaped display for counter two 3 é Paneis back to good island display on 
cient use of space. or wall back counter 





Bef pes eae ep mateo 


A 3-D Panel set on doubie- A 3-D Panel and a Junior Tent of 2 Junior Panels or Use 3-D Panel and Senior Use Senior Panel flanked 


























pr legs makes a |-piece Panel, attached to wail, 2 Senior Panels forms Panel to form modern wall by 2 Junior Panels for 
ng unit. supply maximum display in island display. display center massive wall display 
small space. 


FVERY TL CUSTOML? 
ae 





See your Rubberset representative NOW for full details on this new '57 promotion 


RUBBERSET COMPANY 900 Posscic Avenue, East Newark 5, N.J. 
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Try these two proven 


Nodell. profit makers 


Reap 
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CHAIN MERCHANDISER 








THEY BUY YOu PRoriti 


YOU can step up your chain sales and profits—by 
putting the Hodell Merchandiser out front in your store 
trafic. Send for four-page, three-color folder describing 
the merchandiser and showing actual profits based on 
sug gested selling prices. Just write“ MERCHANDISER”, 
your name and your address on a post card, and mail 
it to us. Why not do it now? 


AND 


Hodell Pailettes 
FAST SELLING SIZES 


OF WELDED CHAIN 


| Mociell. eT Proot Coil and BBB Coil chain 
oe f)) oo | are —— or sauna oe 
PROOF coll eHAln! are the handies way to s¢ 
them. Data sheet in color will 
Paitette. be included with your Mer- 
) chandiser folder. 





HODELL CHAIN COMPANY, Cleveland 3, Ohio 
Division of The National Screw & Mfg. Co. 


no | 7 lionad a, x 
PSreeviri a Fasteners rf Hodell Chains Chester Hoists 
® 


. -_ 
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Heres the best salesman you can have 
on your electrical counter! 







These are just a few of the many G-E electrical supplies that are now coming to you in 
attractive new blue and yel'ow packages on which the G-E trade-mark is prominently 
displayed. Check your stock now and make sure you have on hand a full line of General 







| i> 


7 


The G-E trade-mark is known to just about everyone. 


To your Customers it 1s an assurance of top quality prod- 
ucts and performance, honest value, and all the other 
qualities that make for satisfaction. So that your elec- 
trical counter can benefit from the sales power and 
prestige of this famous trade-mark. G-E electrical sup- 
plies are now coming to you in new packages — packages 
on which the sales-building G-E monogram is promi- 
nently displayed. What's more, these new packages are 
printed with eye-catching blue and yellow colors, and 
are specially designed for self-service with hard-selling, 
how-to-use-it Copy. 

The General Electric line is a complete line of electri- 
cal supplies — all of the wiring devices, cord sets, and 
electrical specialties you need to answer the demands of 
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Electric items — the staple steady sellers as well as the fast-moving specialties. 


aie 


your customers, These top-quality, sales-proved items 
cost no more than lesser brands, yet they give your 
counter maximum sales power and prestige. 

Every hardware store needs a strong electrical counter 

. stocked with sales-proved G-E merchandise, the com- 
plete line that’s tops in product quality, display pack- 
aging, merchandising aids, and consumer acceptance 
everything that brings more dollars of profit two you! 
Wiring Device Department, General Electric Company, 
Providence 7, Rhode Island. 


Progress /s Our Most /mportant Product 
GENERAL “© ELECTRIC 
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BUYERS 
REGISTER - ween 
WERE =} 


housewares buyers who registered at the 1956 


So Can You! These are some of the 10,000 OUSe Wares 


Chicago National Housewares Exhibit. They’ll 

be back for the coming Chicago show, to get the xhibj 

full story first hand about new products, prices It 
and merchandising plans...as a step 


toward more business, more profits. You Janyo 


should be there too. There will be more ary Lj -24 19 7 
exhibitors than ever before to welcome ES, 
you to this industry-sponsored exhibit. : 


Make it your short-cut to better 
housewares business in 1957. 


“YS DRIL| HAL| 


National Housewares Manufacturers Association re) 


(Incorporated not-tor-profit) 
1140 Merchandise Mart, Chicago 54, Illinois 
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IDEAL 7 


SINKERS*”” 


Polvethyvh ne prea kaging supplied by 
Howard Plastics, Inc., Council Bluffs, lowa. 
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Polyethylene film makes tough package that 


lakes heavy contents 
without breaking 


And that’s one big reason why “polyethylene enables us to give more sinkers for 
the money than any other type of pac kage ” That's the story as told by L. H. Kim 
brough, [r., Ideal Fishing Float Co., Richmond, Va 

bh orme rly the heavy sinke rs tended to « hew’ their way through un ecnve 


lope mn iking it look like mice had been at it. Polyethylene cured that trouble 















a 


making a better display and an easy-to pick up pac kage for the customer. And 
for complete proot we ve just gotten the biggest order ever given for sinkers!” 

Its easier and more profitable for the retailer to merchandise produ is in 
film made of Bakecrre Brand Polyethylene jist as if Is tor the manufacturer. Talk 


to your J read kaging supplier, or write lor our “Hardware Pack ging hook let to 


1 pt RX-77. 






It pays to package Bs 


BAKELITE 


SR AND 


Polyethylene Plastic 


ay 


in film made of 


BAKELITE COMPANY, A Division of Union Carbide and Carbon Corporation ([q@ 30 East 42nd Street, New York 17, N. ¥ 


The term Bake rre and the Trefoil Symbol are registered trade-marks of UCC 


HARDWARE AGE, DECEMBER 6, 1956 23 




















NOW! A Spiral Nail 


for less than the cost 


of a common nail 


Jones & Laughlin introduces the new threaded-to-the-head 
“ARDOX” spiral nail to American markets. This superior nail, 
with all the advantages of extra holding power, ease of driving, 
and less splitting actually costs less than the familiar, smooth, 
straight-shank nail. 

These established advantages are made possible by a major 
development in spiral nail-making technique, utilizing J&L quality, 
higher carbon stee!}. 

Write for complete information on how “ARDOX”’ spiral nails 
can improve your operations and cut your 
costs. Write to the Jones & Laughlin Steel 
Corporation, Dept. 439, Pittsburgh 30, Pa. 





Jones & Laughlin 


STEEL CORPORATION: PITTSBURGH 








STEEL 
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WITHDRAWAL FORCE 
POUNDS TO BREAK JOINT 
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0 s 10 15 20 25 30 
DAYS BEFORE WITHDRAWAL 








INCREASED HOLDING POWER 
The “ARDOX” full spiral shank nail develops up to 


twice the holding power of equivalent common nails 
. gives you stronger, longer -iasting construction 
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The “ARDOX”’ 
Spiral Nail 


Comparison of Properties 
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Approximate 
Qa ' ene T ees 2 
This comparison of properties shows ¢ Relative BY ha bere a 
NAIL SIZE Holding Power ‘stot Number |‘ARDOX 
advantages of “‘ARDOX’’ spiral nails AND TYPE in Soft Woods required | of nails spiral 
over one size of common nails only, a 7 per Ib. how 
2%" x 10% (8d). Other comparisons Immediate dalilhdin nd Se | 
will show similar advantages over | 8d Common Nail 100% 100%, 100% i 
all sizes of equivalent common nails. [94 ctandard “ARDOX" 143% 204% 10% 136 1397 
Spiral Nail | | | 
sueennae — Se | os ome J ee i S neeneneenes 
Note |. These saa based on wood at 12%-18% moisture, which is the approved | ng material range 


Note 2. Withdrawal speed, 2” per minute, 















































“ARDOX" COMMON 
NAILS NAILS 
EASIER DRIVING LESS SPLITTING COST SAVINGS 
Despite its greater holding power, the “ARDOX”" The “ARDOX” spiral nail turns like a screw when “ARDOX” full spiral nails, because the greater 
spiral nail actually requires less driving force. It driven .. . threads its way into the wood with count per pound results in lower cost per nail, cost 
speeds construction, reduces operator fatigue minimum fiber damage. The stiffer shank of the less per job than equivalent common nails. Addi 
Laboratory and field tests prove that “ARDOX” “ARDOX" spiral nail, with less bulk of metal, tional cost savings result from lower transporta 
spiral naiis are as much as 30% easier to drive greatly reduces the tendency to split the wood tion costs, reduced handling and storage charges 
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COLUMBIAN’S (ae 
Comuplote cORDAGE LINE [iemeouipeer amie mais ata 
A Rope or Twine for Every Need gee ¢ = 


Pure, white and silky. 
Doge Highest tensile , r 
available. Easy to handle 
.». wet or dry. Naturally 
sion resistant. Counter | 
display box dispenses 25’ | 
or 50° connected coils. Sizes: 4”, %” ond %”. Also 
sold in any size on reels of 600’ and 1200’. 


a - - 








Semeaal 








POLYETHYLENE 
WATER-SK! ROPE 
Always floats. Easy to re- 
trieve. Stays clear of pro- 
| pellers. Resilience absorbs 
me iL eT aU ey lat). starting shocks, Breaking 
Hundréds of Uses in Industry, on the Farm, in the Home Z strength approx. 900 Ibs. 
75° of %" diameter 
HANDY COLPACK CARTONS polyethylene rope, in- 
fame a cluding single or double handles, in individual dis- 
play boxes. (Six boxes in master shipping carton). 








“STABILIZED” NYLON 
MOTOR STARTER ROPES 
Strong, dependable rope 
for starting outboards, in- 
board air-cooled motors, 
power mowers and saws, 
chain saws and farm e | 
100 FT. CONNECTED COILS equipment. Columbian | 
' nnected “Stabilized” Nylon starter 

rope is 42” long, 4” diameter, complete with round 
hardwood handles attached. Packed in individual 
cellophane bags. (12 to each display cord), 





THE ROPE WITH THE RED WHIIE AND BLUE MARKERS 


COLUMBIAN ROPE COMPANY [iE E==amENNY 


— 
Auburn ‘The Cordage City,"’ N.Y. 


Z rope Vy 





latest cgay il ~- 


4 TWINES 7 
— D\—<<77 7 mae 


Ths of nck i yee — 
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ELECTRICAL TAPE 


3/4 IN. X 240 IN. 752 


MINNESOTA MINING AND MANUFACTURING COMPANY 
ST. PAUL 6, MINNESOTA j 


NEW BUY-APPEAL! Sparkling cellophane wrap adds extra color, keeps rolls 
ee ta Ml al i ee 


NEW SALES-BUILDER DISPLAYS 
NO. 196 DISPLAY holds one dozen NO. 197 DISPLAY holds a dozen NO. 198 DISPLAY includes one 


394 rolls of “Scorcu” 33 Plastic carded 39¢ rolls, “2” x 150”. Simple, dozen 75¢4 rolle of “Scorcu” 33 
Electrical ‘Tape, 2” x 150". Self-con- self-contained wire rack, sets up on Plastic Electrical Tape, %" x 240”. 
tained back card folds easily into counter, hangson wall. Tape issealed, Self-contained back card folds easily 
place. protected in clear plastic blister. into place 


The term “Scoorcn” and the plaid design are registered trademarks of Minnesota Mining and Mfg. Co., St. Paul 6, Minn. Export Sales Office 
99 Park Ave., New York 16, N.Y. In Canada: P.O. Box 757, London, Ontario 


HARDWARE AGE, DECEMBER 6, 1956 

















AMAZING NEW 
Hi-Vee JET SCREEN 


makes every 
HOT PERSON a HOT PROSPECT 
for a CHICO AIR COOLER 


The most convincing demonstration for quick sales you've ever used 


No other portable air cooler at any price—neither fan nor blower 

can approach the sensational way the 1957 Chico with HI-VEEF JET 
SCREEN thrusts out a gushing torrent of cooled air. Every hot person 
in any section of the country —any climate —will be sold the moment 


he holds his hands in front of the Chico 


1956 proved the tremendous market for portable evaporative air 
coolers that are priced right and engineered right. A fan isn't adequate 
for real cooling air conditioning installations arent versatile or 
portable and often cost too much. The portable air cooler i just being 


discovered as an important profit item in the comfort appliance field 


Chico Coolers are priced right, beautifully styled, and perform 
better than any other true portable cooler at any price. Chico Coolers 
and only Chico, are all-aluminum truly portable and absolutely 
rust-proof, Sell Chico ~ you'll boost summer profits, and you'll build 
customer good-will because Chico customers are satisfied customers 


ask the retailers who sold them last summer 






pn —— 
GR, 


a PORTABLE AIR COOLERS 


525 Market Street, San Franciseo 5, California 


CHICO GCRENERAL PRODUCTS CORPORATION « Air Cooler Division 


BELVEDERE 
*59O°s 
list i 
eet SK Si i ie 
CORONADO 
*49°S 
list » 


CATALINA 
*3925 
list “| 
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FOR TH 


Model 7401. . .$19.98" 


enn, 


~~. 


Model 7421 


—. sh) 





Model 7404. . $39.98" 














E FIRST TIME — a full line backed by 
a famous reputation for top quality 


rvin 


BARBECUE BRAZIERS 


Eight models cover the popular price range from $9.95 to $59.95 


The name Arvin is an accepted symbol of first quality in millions of American 
homes, where Arvin products have proved their unexcelled reliability and 
serviceability over the years. One of the foremost manufacturers of metal 
products, Arvin now presents a line of _— 

barbecue braziers superior in design and 
workmanship— with the strongest 4-way 
selling appeal on the market—in name, 








—— 


Q mee i > 
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Model 7802. Heavy gauge, 18-inch fire 
bowl; full-range adjustability of grill; 
heavy-gauge chrome-plated steel tubular 
legs with rubber-tired wheels; sturd 
tubular steel bracing at bottom h 

removable enameled utility tray $14.98° 





MARKETED THROUGH 
DISTRIBUTORS ONLY 











Model 7422. 14-gauge, 24-inch fire bowl; 
hinged split grill for easy fire access with 
full-range adjustability; damper drain; 
UL approved motor for slow turning, 
self-basting action; rust-proof, heat re- 
flecting aluminized ; chef's work 
board with plastic top and polished alu- 
minum apron; readily removable spit; 
14-inch chrome-plated steel tubular 

with 8-inch wheels and semi-pneumatic 
tires; sturdy tubular steel bracing and 
removable enameled utility tray §59.95° 


For full information write or wire Gordon B. Sutton, Generai Gaies Manager, 
Furniture and rHousewares Division, 


Arvin INDUSTRIES, INC., COLUMBUS, INDIANA 


Manvfacturers also of Arvin Outdoor Furniture, Lroning Tables, Home Radios, 
Fans, Lectric Cook, Portable Electric Heaters and Automobile Heaters. 
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* Suggested retail prices, dightly higher far West and South, 
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naw wome of the Becker Hardware Store, where a National System has helped increase sales 25% 








THe store's National Cash Register 
provides information on special pro- 
motion results and sales comparisons 
between departments 


“Our Walional Quick-Service Plan 
saves us *2,100 yearly... 


pays for itself every 12 months!” 


— Becker Hardware Co., Caldwell, idaho 


“Though we were at first skeptical 
about changing from our old method 
of selling,’’ writes Mr. Becker, “‘we 
are now delighted with the savings 
and increased sales volume our new 
National System brought us. 

‘We have a National System that’s 
tailor-made to handle our various 
store transactions. [t eliminates the 
sorting and handling of hundreds of 
tedious, handwritten records that 
were time-consuming and difficult to 
audit because of illegibility. We never 
knew if a record had been madeof each 
charge transaction. 

“Charge account records are now 
handled as easily as cash sales. The 


customer receives a register-printed, 
itemized receipt just as in a cash sale. 
The receipt shows the amount of the 
present sale, the previous balance 
owed and the new total. The cus- 
tomer’s ledger card and statement are 
kept up-to-the-moment for our own 
and the customer's protection. 

“Our National's automatic distri- 
bution of items into five departmental 
totals permits us to analyze activity at 
a moment's notice. A duplicate record 
of every transaction, printed on the 
detail audit tape, inside the register, 
provides us with a permanent record 

“We are, of course, very pleased 
with our National Quick-Service Plan, 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 


989 OFFICES IN 94 COUNTRIES 


which saves us $2,100 yearly and 
pays for itself every 12 months.”’ 

You, too, will be pleased with the 
savings and extra profits a National 
System can earn your own hardware 
store. Let your nearby National rep- 
resentative show you how quickly 
Nationals repay their cost. He’s listed 
in the yellow pages of your phone 
book. 


*TRACE MARK AEG. UE. FAT OFF. 





CASH REGISTERS - ADDING MACHINES 
ACCOUNTING MACHINES 
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94.96 PROFIT IS PACKED IN THIS 
GOLD BOND DISPLAY KIT! 
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Make your store “Basement Moisture Control Headquarters” for Fall ! 


Fall’s the time people stare thinking about fixing up base- 


ment game rooms and workshops. and the time they start 


worrying about wet celiars, roo! An investment of just 
$151.53 makes your store’ Basement Moisture Control Head 
quarters’, with this attractive, self-service metal display rack, 
designed to catch the eye and make ‘em buy. 

The Gold Bond Moisture ( ontrol (enrer Rack holds 
a convenient supply of Craftco Cement Paint, Craftire Plug 
Putty, Crafrtite Sealer, Craftice Coarer and new 
Masonry Patch. 


( rattite 


The initial stock assortment includes 17 cases of these five 


PAINT AND TEXTURES 








produ ts (a $247.40 retail \ alue) | lus a $2 1.50 promoronal 
package including: the metal rack, window streamers, color 
cards, newspaper mats, a complete supply of Masonry 
Paating Handbooks, and of “How To Control Moisture in 
basements - 


anew booklet designed specifically for the 


‘do-it-yourself’ market 

All this material shipped for /ess than our regular price of 
the paint alone, You make 40% profit on the paint products! 
This spec ial offer available for a limited ume only! Call your 
Gold Bond representative for more information 


National Gypsum Company, Buffalo 2, New York, 


Or write 






Gold Bond 
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BUILDING PRODUCTS 
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HMERSIL £. SCOTT GUY A. RADCLIFFE 
Huntington, Indiana Wellington, Ohio 


HM. 6. WALTERS 
Lexington, Kentucky 


Ihese farmers are helping YOU 
Sel AMERICAN FENCE 


These men represent farming areas all over America. Each one is a 
long and faithful user of American Fence. And each one has been 
featured in American Fence advertisements that have appeared in 
leading National and State farm publications. Their enthusiasm 
for American Fence and the way it stands up over the years is con- 
tagious. And their sincere testimonial statements are believable and 
persuasive—strongly motivate other farmers to go out and investi- 
gate American Fence for themselves. 

Back up these good salesmen by keeping a full supply of USS 
American Fence Products on hand. Display them to their best ad- 
vantage. And make sure that your “American” sign is out where it 
will be seen so everyone will know that your business is head- 
quarters for quality—American Fence Products. 





AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL 
GENERAL OFFICES: CLEVELAND, OHIO 


TEWNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA, « COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


Set aside a complete department for AMERICAN PRODUCTS! 
Handle all of these fast sellers: 
Ye 













- 


USS American Hex-<el 


Poultry Netting USS American USS American 
Galvanized Barbed Wire Bole: Wire 


AMERICAN 


rence ZF 


‘2 AND POSTS 


a 





USS Americon 


All-Purpose, 
“U" end Stedded “TT” Posts 
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Serve Yourself BOLTS 
oring t PROFITS 


FLEXIBILITY 
TURNOVER 
with the FIRST 
WObe Ga: FLEXIBLE BOLT DISPLAY 


a) ei 
. -| Now Available 
| iat ie “8 af Through Your Lamson Distributor 


poo These new Lamson & Sessions SERVE YOURSELF 
Bolt Trays bring “Back Room” bolts “Up Front’ for 
increased sales. 





































aparece ee tr 


oe pe oa «i | These new NRHA approved metal bolt trays are so 

ae 2 Le . _— | flexible they fit perfectly on standard islands, gondolas, 
and wall counters. A SPECIAL ALL METAL TRAY 
STAND with a durable baked enamel finish, as illus- 
trated below, is also available for floor display. 


ADDITIONAL FEATURES OF THE LAMSON & 

SESSIONS “SERVE YOURSELF” 

BOLT TRAYS 

@ All Metal Tray with Adjustable 
Metal Dividers and Price Ticket 
Holders (size 14” long x 23” wide 
x 9” high). 

@ Price Tickets for Current Sug- 

ee gested Selling Prices. 

Serve Pi 0000 F @ Measuring Device for Checking 

» sosts wurs scnew Length and Diameier. 


SELL YOUR “BACK ROOM” 
.. BOLT STOCK WITH A SERVE 
' YOURSELF BOLT TRAY 





: 
- 
ee - 

o « 








“UP FRONT"! SPECIAL 
HRHA APPROVED TRAY STAND 
OISPLaY 
MAIL THIS COUPON TODAY: 
— a By SSE a See A A LT A A A I TT 
: THE LAMSON & SESSIONS CO. 
, SERVE YOURSELF 
BOLT TRAY 7 1971 West 85th Street 
Trays can be purchased separately or with custom | Cleveland 2, Ohio 
“Ready-Stocked” Assortments, Carriage Bolts, Small I Please send me details on the new Lamson & Sessions Flexible 
= Machine Bolts, Large Machine Bolts, Cap Screws } Bolt Display. 
and Nuts and Stove Bolts. | ) 
Company Name 
All bolts and nuts are Brite-Plated with nuts } 
attached and you can choose the sizes and types i Address 
that your customers ask for most often. | , 
City Siale 

Refills are Special Small Quantities— No Over- | 
stock Storage. i Your Name - 

| 
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..,. again they'll be the center 
of attraction in your 
outdoor products section... 


LITTLE BROWN 
JUGS & CHESTS 


a) 


NEW ULTRA-SMART STYLING... 
NEW UTILITY FEATURES 


Little Brown Jugs for '57 have all the pace- 
setting features that mean more sales! Beautiful, 















modern two-tone baked enamel finish, rugged 
2-piece deep-drawn construction, and genuine, white 
vitreous porcelain interiors are only a few of 

the exciting features in the line that is America’s 
favorite... and finest outdoor jugs. 


Little Brown Chests let you sell 

the “Holds Cold Longer’’ features of —super 
insulation, exclusive 2-piece deep-drawn 
construction, hot-dipped galvanized interiors, 

and the new “‘Can’t Lose”’ caps on outside drains, 


ORDER FROM YOUR JOBBER 





ASK YOUR JOBBER ABOUT SPECIAL DISPLAY RACKS 
FOR IN-STORE OR WINDOW USE. 


HEMP AND COMPANY, INCORPORATED 


Chests 
Producers of Quality Metal Products For 94 Yeors Be + 9 <g 
5601 Murray Street Macomb, Illinois opener and ice pick. 
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ow to fill your store 


1) f i) 


iVsry 


AA ROw 4 pe 





with customers 


If you want to increase your profits build up store traffic with a promotion. 
A complete, or partial, remodeling job is a good reason for a grand opening 
to draw a crowd to your store. If you are not going to remodel soon, then 
use the grand opening technique to build traffic. Here is an article on how 
a dealer planned his grand opening to draw traffic that would become regular 
customers. Here are tested ideas you can use in your store. 


Leas and George Schwickert wanted more than 
just a big grand opening for their remodeled store. 

The store was now modern, air conditioned, larger 
(well over 10,000 sq ft of combined sales and ser- 
vice). It was stocked with the broadest hardgoods 
assortments in Schwickert's long history at Man- 
kato, Minn. 

A barrage of advertising was set. The premises 
bristled with price specials and prizes. All the 
ingredients were mixed for a capacity opening 
crowd, 

jsut the Schwickerts wanted more. 

The way to get it? Leas Schwickert was sure the 
answer was children. He didn’t want just another 
free lollipop or balloon gimmick. This had been 
overdone. He searched for an attraction that had 
enough appeal to turn out the kids from every cor- 
ner of town, with their parents in tow. 

Mr. Schwickert hired Axal and His Dog, a favorite 
television act from Minneapolis. It worked to per- 
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fection as a climax to a three-day grand opening 
More than 6000 children and adults saw Axel’s two- 
hour performance, 

Part of the performance of Axel and His Dog was 
to give children autographed pictures, And for 
every child in the waiting line was one or more 
adults. 

The result? Volume topped $9,000 for the three 
day opening, June 7-9 

You don’t have to open a new store to put on a 
promotion that is traffic insurance for a sales event 

There are many ways to appeal to men, women, 
and children, Mr. Schwickert said 


price specials So, if you are going to promote, give 


Women go for 


women everyday household necessities they want 
and need at recognizable savings 

To this end, Schwickert promoted brooms, buckets 
yarbage cans, roasters and small appliances. 

Men like auctions, prize drawings, and tool demon- 
strations. You attract heavy male traffic when you 
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How to fill your store with customers 





(continued ) 


promote evening sessions of power tools in action, 
prize drawings, or a merchandise auction. When 
you advertise to increase male traffic, follow 
Schwickert's lead with special prices on masculine 
items such as tools, sporting goods, barbecue, and 
boating needs. 


And, as Schwickert did, keep the store open dur- 
ing evening hours so that men will have a chance 
to buy. 

If you would have children respond to your adver- 
tising and bring along parents, you need more than 
lollipops. Remember, the attraction must be great 
if a child will go to all the trouble to plead with a 
parent to go downtown to visit a hardware store. 


Everybody gets invited 


Schwickert used a number of novel approaches to 
crowd the aisles at its opening, on the theory that 
once a customer visits the store and likes what she 
sees, she will return. 

For example, “Rather than offer a cheap giveaway 
to every customer,” said Mr. Schwickert, “we sought 
to discourage free-loaders by having an hourly draw- 
ing for merchandise with real value. Such things 
as home appliances were the awards.” 

With free-loaders discouraged, Schwickert's ads 
brought in genuinely interested customers. 

To make sure that every man, woman and child 
in the trading area heard about traffic-building spe- 
cials, two radio stations saturated the area with 
spot announcements. During opening days one sta- 
tion hooked up a remote unit at the store to give 
added flavor to broadcasts. 

Double page ads were aimed at men, women and 
children, too. There were price specials, entertainment 
for the whole family, auctions, and, in general, some- 
thing for everyone in these ads. 


Calling itself a “One-stop super hardware” in its 
ads, Schwickert tried to get across the message 
that every taste in hardgoods could be pleased. It 
pushed self service and clerk service. It announced 
a way to buy for the budget minded with 30-day 
charge accounts, plus time payments for larger 
purchases. 

To give meaning to its name of one-stop hardware, 
Schwickert carries unusually broad assortments of 





























Store front can be a giant frame, like this one in 
Schwickert's new store, for the interior showroom 
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total is given to a second ment. 


(Continued on page 


Tested ideas on how to attract customers to your hardware store 


Here are the ideas of Leas Schwickert at work in his modernized hardware store. 


"If you are going to compete in today's market, you've got to be in the credit 
business. We are. We offer a full range from 30-day charge accounts to time-pay 
monthly payments.” 


"We've got 34 full-time employees, and they are all anxious to serve customers. 
But no customer is ever bothered with an unsolicited sales pitch. In our Quick Service 
plan personnel is always nearby to assist or advise a customer, but only if assistance 
or x oe is wanted.” 


“Contrary to usual grand opening procedure, we did not have a giveaway for every 
person. We discouraged sang ks and got a store full of interested shoppers 
instead. We believed our advertised values were strong enough to build traffic. 
We depended primarily on merchandise value instead of gimmicks.” 


Grand opening signs dominate every view of this hardware store's interior. 


heavy housewares, sporting goods, lawn and garden, Service is manned by factory trained technicians 
heating, roofing, major appliances, and air condition- who do inside and outside work. A large asatock 
ing. To back up service in these lines, 5000 ft of the 


of 
parts for items sold is carried by the service depart- 


en Og a ~ 


eee 





How to sell more paint 





Here’s how to start a color trend in your own community and through 


promotion increase traffic, volume in your paint and sundries sales 


“Paint is paint,” dealers say, “so keep your stocks 
in line and you have steady sales. But it’s not a 
promotional line.” 

‘Ise this true? 

Many dealers agree that merchandising paint is a 
year ‘round job but assume paint to be a stable 
market, little changed by trends and promotion. To 
believe this of any ‘ine of retail products is basically 
wrong. 

What is the best way to promote paint? 

What sells most clothing, automobiles and house- 
wares ? 

The anawer, excluding basic need or desire, is the 
word that is magic in retail selling. The word is color. 


First check your paint stock 


An accompanying chart showing America’s pref- 
erences for color is a background for promotional 
thinking and planning. 

Knowledge of where to begin, as regards color 
popularity, is essential. But this is just a beginning. 

You can start your own color popularity trend by 
fully promoting color in your own community. 

Fully promoting means having the stocks, a trained 
staff, interior displays, and the right kind of ad- 
vertising to do a complete merchandising job. 

Let's say that you want to make your community 
pink color-conscious. 

First you have to meet stock requirements for a 
sales increase, It means more stock of flat, semi-gloss, 
and high gloss paints. It means stocking more 
furniture enamel, pink wallpaper trims, and all the 
sundries that tie-in with heavier sales of paint. 

When paint sales go up, paints sundries items 


should sell better in proportion, or there is something 
wrong with your selling staff. 

When you feel certain you can supply the demand 
for increased sales, the next step is staff training. 

Make your sales force feel your enthusiasm for 
selling pink. 

In short, prepare them to generate enthusiasm in 
your campaign for pink through a thorough knowl- 
edge of stocks, colors, prices and application methods. 

Now, get ready to promote. The place to start is 
in your paint department. 

Mass display of cans of the various pink paints 
will get attention. 

Further attention is guaranteed with the use of 
samples finished in pink. A chair, a table, a toy and 
some wooden panels finished in various pink tones 
should be your props. 

Miniature model rooms done in pink and color 
swatches of different types of pink paint help round 
out interior display. 


Advertise to get store traffic 


To draw attention to pink in general, and painted 
samples in particular use pennants, banners, stream- 
ers, or home-made signs to arouse interest in your 
pink-paint-up program. 

You can point this campaign at outside traffic with 
this same theme carried out in window displays. 
Windows need mass display, signs and samples to 
tell the whole story. 

Now advertising takes over. Since the price of 
advertising in color in newspapers is prohibitive in 
most areas, many dealers have taken to the idea of 
mailing out color cards, or color swatches to custo- 
mers. 
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with color 


Ten top colors wanted by your customers 


Use this list in selecting a color 
or colors that you want to promote 


|. Pale yellow 5. Liaht blue 
Z Light or wr) Oe ge j rer mn Doiue if woe 
, Coro! 8. Coral pink 
“4 Aquo y Po<te! ine 
Blue green (poste!) reather pint 
| 1} : } q e ; 
f ’ justry 


This enclosure also carries advertising shouting the 
virtues of pink, plus any price specials which are 
offered. 


some of these virtues of pink are modern color 


trend, a color that. blends with other forms of decor, 
an easy mix or match color, a color which takes well 


in one coat, a color suitable for living room or 
nursery, a color with built-in warmth. 








y¢ if / usfomers On g 


wall signs and a miniature room. 
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The list is limited only by your imagination. And 
nearly every color has similar qualities worth shout- 
ing about. 

You will find your supplier happy to help you 
prepare a mailing piece aimed at upping sales of a 
particular color or wroup of colors. 

Even in black and white advertising you can list 
the many advantages of pink to produce more sales. 

In your ads you should suggest that customers 
write in or come in for sample color cards. 


And one customer tells another 

During your color campaign, every bag or package 
that leaves your store should carry literature and 
color cards for customers to read at home. 

You can offer a two-for-one special in your ads. 
For example, try offering a brush with every sale of 
pink paint. Offer a similar special on a paint roller, 
brush cleaner, sash brush, or scraper during your 
event 

The first customers you sell will begin a word-of 
mouth advertising campaign for you. These customers 
will show do-it-yourself projecta to friends and 
invariably mention your store is the source of supply 
or inspiration for the job 

These customers who use your pink paint and 
mention it to others will bring you more sales. This 
is how a trend develops 

Until a few years ago, pink was a slow seller. So 
were aqua, sandalwood and coral. They got where they 
are today, on Lop of the heap, because someone got 
the ball rolling. 

You can start the promotional! ball rolling in your 
community when you kick out a color, or group of 
colors, and decide to show your town what it has 


been missing 
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4. steps to increased sales 


How power tool and related line sales go up with regular and special 
demonstrations, and with advertising on do-it-yourself projects 


How can you increase your sales? 

There are many and varied ways this can be done. 
Factors governing methods are numerous—type of 
store, location, clientele and so on. 

The Harris Lumber Co., Inc., Providence, R. I. 


One of a series of newspaper how-to-do-it ads. 





recently took certain steps to boost its business that 
have been successful. You may find these same steps 
a valuable aid in your business operation. 

A large and long-established lumber house, Harris 
has developed its hardware, power tool and paint 
business to the point where it now accounts for almost 
20 percent of this huge volume business. 

“Here’s How” ads, used for the past year and a half, 
feature one do-it-yourself project at a time, including 
a lawn chair, seesaw, and other woodworking projects. 

The newspaper ad is 2 columns x 7 in. Tie-in radio 
advertising is used once a month, with one spot in 
the morning and one in the evening. 

Ads are mostly copy, giving complete instructions 
for every step of the job. Manufacturers’ mats are 
used to show detailed drawings. For example an ad 
promoting a merry-go-round seesaw showed a diagram 
of the article plus drawings of the post, pivot section, 
and seat. 

The advertising message confined to the following 
two-line institutional theme at the end was: 

“Harris Lumber has the lumber and hardware 
you'll need to make lawn chairs. And for supplies and 
free professional advice on any do-it-yourself project, 
make Harris your headquarters.” 

“Results of this series have been great,” says 
Arthur G. Graves, manager of the hardware depart- 
ment. 

“In fact, we are so well satisfied that we are con- 
tinuing to run it through this year. 

“These project promotions have created substantia! 
customer interest. People clip the ads and bring them 
in weeks after they appeared. 

“An important customer reaction is that we have 
presented these projects so simply that they are con- 
vinced they could make them. 

“While they previously had been aware that we 
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have patterns and instructions for furniture, they 
had not read them well enough to realize that they 
could follow them. 

“By publishing detailed instructions in the Sunday 
newspaper we have made it possible for prospective 
customers to read and study them in the comfort of 
their own homes. They have actually sold themselves 
on these hobby projects. One job usually leads to 
another. Many customers then return to buy added 
equipment for their new projects.” 

In addition to this advertising series, Harris 
Lumber repeats two effective ads several times a year. 
The 4 column 10-in. and 3 column 8-14 in. ads appear 
in the state-wide Sunday newspaper. 

Headed “Harris Has It” and “Let Harris Help You” 
these ads feature about 55 merchandise lines divided 
into five to eight major groups. 

In the group of power tools, there are generally 
10 different products. 

In the group of hand tools, there are usually 14 
products. 

Other major product groups include home hard- 
ware, heavy appliances, light appliances, millwork, 
and miscellaneous merchandise. 

Another type of ad in this series puts the “Harris 
Has It” theme in a 3% by 4'%-in. block in the center. 
This is flanked on each side with six blocks 1 in. x 
2 in., illustrating and identifying various lumber and 
hardware items stocked by the company. 

Harris uses manufacturer demonstrations to create 
interest, to close pending sales, and to obtain a pros- 
pect list. 

Finding demonstrations effective, Harris has set 


up a department demonstration on a year round 
basis. One power tool is demonstrated for one month, 
although any tool in the store can be demonstrated 
at any time. 

Harris moved its builders’ hardware and builders’ 
tools to wall sections adjoining. This makes it easy 
for the salesman to tie in power tools and supplies 
with hand tools and hardware. 


ti NO tat 


Tips on how to increase power tool sales 


Four ways that the Harris Lumber Co., Inc., has 
promoted power tools and related merchandise 


|. Series of Here's How and do-it-yourself newspaper 

ads and radio spots 

2. Four manutacturer demonstrations a yeor 

3. Permanent tioor demonstration. One product fea 
tured each month. 

4. Adjoining wall di play’ 4+ builders’ tools and hard 


wore. 


Results: 


. Sharp increase in do-it-yourself pattern sales. 

. A 33-1/3 percent increase in power tool sales. 

. Rental business increase 25 percent. 

. Builders’ hardware and tool sales boosted 1!00 
percent. 


> wn 


. . . : a vs fee i ‘ 
Arthur G Graves manager oft the CON pany S hardware ond applian t deportments eor builders tool gispiay which 


helped boost sales 


4 $i 
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Parking and outdoor displays 


built traffie for suburban store 


De you need a downtown or shopping center loca 
tion to succeed in the hardware business? 

“No,” contends R. J. (Bob) 
a profitable and steadily growing business at an out- 


Preach, who has built 


lying site in Phoenix, Ariz. 

(‘ustomers thought he was unwise to open his hard- 
wire store at 2853 KE. Indian School Rd. in 1949, 
Mr. Preach recalls. However, his sales volume will 
exceed $150,000 this year. 

Overhead is low because he owns his property and 
has but one full-time and one part-time employee 

Three keys to this volume are: 

1. Plenty of free parking space for customers 


Canopied store porch provides outdoor display area through 


“| 


2. EKye-catching displays geared to the constantls 
passing procession of motorists 

4. Dependable service. 

Mr. Preach built his store in 1946, operating it 
as a grocery market for three years before switching 
to hardware. 

Mr. Preach owns four acres of land. A wide ex 
panse of lawn on either side, palms and a background 
of citrus trees provides a picturesque and unusual 
setting for the store. 

Off-the-road parking extends the full length of the 
frontage and takes care of a large number of cars. 
There is practically never a time when a customer 


out the yeor. 
Feel 


Lawn and garder on display to passing highway froaftt 


cannot drive into a parking Space if front of the to inquire about them. | show them how these unit 


store work and let them try some of the machines.” 


“Parking space is one of our most valuable assets,”’ Men, too, can try any of the mowers or sweeper: 


Mr. Preach says on the lawn to see how they work. This often puts in 
“I know from observation that many a potential! (Continued on page 60 
customer of downtown and shopping center stores 
drives on when he cannot find a parking space in 
front of a store. Here we have no such trouble.’ 
Indian School Road carries heavy traffic between 


the downtown section and better class residence and 





resort districts in and around Phoenix 

The firm exploits this continuous cavalcade of moto! 
ists with well-planned outdoor displays. These are 
generally displays of larger and more colorful hard 
ware items to catch the attention of swiftivy moving 
motorists 

For example, hand and power lawn mowers and 
lawn sweepers are strung out along the front of the 
lawn for 100 feet on one side of the store 

()n the other side of the building is a lineup of 
wood and aluminum stepladders, garbage cans and 
incinerators, 

In front, protected by a porch, are such items 
seeds, fertilizers, barbecue grills and garden toois 

The outdoor displays are maintained all yea! 

As proof that the outdool displa' s do an effectiv 





ob, the firm sold more than 200 power lawn mowe) 
last yeal 

‘It is surprising how many power mo 

women,” Mr. Preach says 


‘They see them displayed on the lawn and come 1 
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Merchandising ideas 








advertising ideas that build 





Continuous newspaper campaign sells idea that this 
Buffalo store is one-stop home and garden shopping center 


A continuing newspaper advertising cam- 


paign can promote greater and more profitable 
traffic for a hardware store. 


Here are six elements used in an ad series: 


Two column by 5.in. insertion with listing of hard. 
ware and building materials merchandise. 





i SS a 


Os Do - IT - YOURSELF . | 


CENTER 











FACE BRICK 

GiASS BLOCK 

ee eae CONCRETE BLO ‘ 

HAND TOOLS CEMENTS | 
PAINT MASON roOOLs 
PLYWOOD PLASTER prooucts 
| , ‘ CLAY PRODUCTS 
| EL UMBINO ROOFING 
| SuPPLies usuLATION 
wau THE BUILDING 

moore Tit 






SPECIALTIES 
wOoOmME fixtures 


. — 
a 





ve on or 
| BLOBE BUILDERS SUPPLY = 
| 4 1540 WALDEN WE.» 6767 
_< 


OpposiTe THRUWAY PLAZA 
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l—-Develop a distinctive type of illustration. 


2——-Promote the store as a one-stop home and 
garden shopping center. 


3——Take advantage of the do-it-yourself 
trend. 
4—-Stress that advice and planning assis- 


tance are available from experts in the store 


5-—-Emphasize customer conveniences 


6-—Use the same general style at all times 


These six elements are used by Globe 
Supply, Inec., a Buffalo, N. Y., hardware and 
building materials firm. The ideas are created 
by Mrs. Betty Schaefer, wife of the proprietor 


Juilders 


The firm allocates the major portion of its 
$12,000 annual advertising budget to the build 
ing materials division of the 


business. 
Schaefer has to maximum 


Mre 
obtain reader re- 


sponse on a limited hardware department 
budget. 

She runs one or two illustrations in most ads 
The sketchy outline of a do-it-yourselfer carry 
ing a ladder 
figure 


have 


and other versions of 
forming part of a do-it-yourself 
become identified with the 


make the ads easily recognizable. 


the same 


Siri 
The 


afore 


The figures are not works of art, 


but are 
rudimentary line sketches. 
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store traffic 


Ads are of varied length, usually of two col- 
umn width. 

The ads all emphasize that the store is 4 
home and garden shopping center. Specials in 
hardware, paint, tools and garden supplies are 
featured. 

Tied in with the one-stop shopping theme is 
the idea that the store is do-it-yourself head- 
quarters for the entire family. Husbands and 
wives can get ideas from displays at the store. 
Some of the ads emphasize that demonstrations 
and motion pictures will be presented at speci- 
fied times to show uses of numerous materials 
and products. 


More ad punch boosts sales 


The long experience of the floor staff is 
stressed in these ads, including salesmen with 
30 and 40 years of experience. 

Customer convenience angles include the 
easily accessible free parking lot in front of 
the building. Prompt delivery and liberal credit 
policy are also constantly publicized in the ads 

The ad series 
times during the week. Each ad in the series is 
designed to tie in with others in the continuing 
campaign. Some themes and illustrations are 


runs each Sunday and three 


repeated frequently. 

Constantly repeated is the fact that the Do- 
It-Yourself Center includes displays, ideas and 
advice and that its daily hours are 8:50 a. m. to 
9 p. m. 

The firm’s volume has shown such a good 
increase since the ad series was started that 
extra employees were needed and the firm 
changed from a six-day to a seven-day opera 
tion 


HARDWARE AGE. DECEMBER 6, 1956 


Two-column ad which carries the one-stop theme 
and also lists some of the brands the firm selis 





Why Run All Over! | 


WHEN YOU CAN SA 
| VE TIME TRO, 
| SHOPPING IN ONE PLACE AT YOUR ™ 


| DO-IT-YOURSELF CENTER 


Anon \ 
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® a? 

POWER TOOLS 
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How a hardware dealer encourages 
line with wide range of prices, 
bride’s registry, free gift 


wrapping, and display window trims 


A reputation as gift headquarters has been 
built by Dickson Hardware, in Eldora, lowa, on 
this four-point program: 

l. A wide price range of giftwares is stocked. 

2. A bride’s registry is maintained. 

3. Gifts are wrapped, without charge. 

4. One display window is assigned to gift- 
wares and housewares. 

The price range in giftwares is from 50¢ to 
$124.95, to appeal to customers of all economic 
groups. The store does not limit itself to higher 
priced lines, but offers customers quite a range, 
price-wise. Many customers up-grade their pur- 
chase when they see higher priced gifts attrac- 
tively displayed. 


Brides tell gifts they need 

The bride’s registry is maintained by Mrs 
Marjorie McCall, a partner in the store with her 
father, Ralph E. Dickson. Brides-to-be are in- 
vited to select items at the store that they would 
like as gifts. The record then is consulted by 
friends. 

One of the two display windows of the store 
is assigned to housewares and gifts. The win- 
dow is trimmed distinctively. A recent trim, for 
instance, featured metal decorative items fast- 
ened on a canary yellow perforated panel board 
background strip 


The window has long range value in attracting 


pedestrian traffic. Customers know that the 
window is used for housewares and gifts and 
they watch it to see the latest models stocked by 
the atore. 
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A 95-year chain of sales 


started by a water system 


Sell an electric water system, and you start a He does not do water systems service and re- 


Mackentepe, right, shows a sink to a 


chain of sales that can continue for as long as 
five years, says L. J. Mackentepe, owner of Mac- 
kentepe Hardware Co. in Cullman, Ala. 

The firm sells 65 water systems a year, plus 
as many as 50 other big-ticket items including 
gas and electric water heaters, sinks and wash- 
ing machines. 

Mr. Mackentepe competes with well drillers for 
the sale of electric water systems, but has made 
friendships with drillers as the result of well- 
drilling business he refers to them. 


ustomer TO 


whom he has sold ao woter system 
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pair work, but turns these jobs over to a reliable 
shop which also does service work on other types 
of big-ticket items sold by Mackentepe. 

While some water system leads are secured 
from store traffic and through displays, Mr. 
Mackentepe and one salesman make calls in the 
trade area selling appliances. 

When this dealer sells a water system he also 
tries to sell the customer a water heater, sink, 
and washing machine at the same time. 

If the customer plans a bathroom, the hard- 
ware dealer can supply the fixtures and also the 
floor and the wall tile 

The installation of bathroom items, including 
tile, is done through contract with other firme 

“We like to concentrate on the selling of mer- 
chandise,” Mr. Mackentepe says, 


is a full time occupation in itself in a produs 


“hecause this 
tive trade territory. Where we have to contract 
with someone else for installation and service 
we do so, and believe it’s better for us that was 
Many minor services on appliances, we can 
handle ourselves,” 

This dealer has two large display windows, 
and one of them usually displays water pumps 
or appliances which use water. Sometimes both 
are incorporated in one window. A recent win 
dow showed two electric pumps, a hand pump 
and in the background were two sinks and a 
large section of wall tile. 

The firm sells about 65 percent of ita electric 
water systems and other big-ticket items on a 
time instaliment plan, financed through a local 
bank 











Are “dog” sales worthwhile 7 


Dear Editor: 


What do we think of the “Dog 
Day” sale that is held each year 
here in Norfolk by the merchants? 

Well, this is the second year we 
have been in the promotion and 
it has done a good job of bringing 
customers to town. 

The idea behind the “Dog Day” 
promotion is to give merchants a 
chance to place obsolete or shop 
worn merchandise out at a price 


that will move it. We have been 
able to dispose of slow moving 
and shop worn goods to realize 
some cash out of it, besides get- 
ting some traffic. 

During the past “Dog Day” pro- 
motion we placed some items of 
new merchandise out at regular 
price and we moved all we had. 

The mark down of the “dogs” 
depends upon the type of mer- 
chandise and how badly a mer- 
chant wants to move it. Clothing 


“| Dear Editor/ 


J | What do hardware dealers think about “dog” sales, local stamp 
| plans, prestige advertising, Santa as a salesman, and going bankrupt? 


Here are their views, as expressed in letters to the editor 


and ready-to-wear stores get the 
biggest play on a promotion like 
this. But to make it a real suc- 
cess, all the town merchants must 
take a part. 

I do believe that this type of a 
promotion is a good one for hard- 
ware stores. 

Yours very truly, 
A. J. Pendergast, 
Owner 
Coast to Coast Stores 


Norfolk, Nebr. 





Santa is a good salesman 


Dear Editor: 


Thought you might like to meet 
the newest member of Galanty’s 
sales force. He’s a big boy of about 


Galanty's new salesmen 


= 





twenty-some feet in stature and 
really impressive at night with the 
lights on. 


I want to add that it was a pic- 
ture in your magazine sometime 


ago that inspired us to tangle with 
Santa. 


I am also sending a picture of 
myself and Jack holding the shop- 
ping bags that the Chamber of 
Commerce distributes free. The 
customer's acceptance to such 4a 
plan has really been paying off— 
particularly for Hallowe’en. Again, 
many thinks for everything, and 
loads of luck and best wishes. 

Sincerely, 
Sanford Galanty 
Galanty’s Hardware 
Sharpsburg, Pa. 








Galanty's regular salesmen, Jack 
Galanty, store sales manager, on 
left, Sanford Galanty on right. 
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Hardware Age readers speak their 


minds on many trade problems 


Busy as heck, selling nuts and bolts 


Dear Sir: 


Just finished reading the edito- 
rial, “Just Among Ourselves,” on 
p. 7 of the May 24th issue. Being 
a small store proprietor, we are 
very much aware of the supposed 
under selling done by the mail 
order chain stores. 

We have also seen examples of 
our prices being competitive with 
them. As a matter of fact, a 
carpenter came into our store with 
a mail order bit that still had the 
price sticker on it; this was a full 
10¢ above our regular first line bit. 

I have shopped the mail order 
retail outlets and have found that 
on name brand merchandise or 
comparable quality, their prices 
are right in line with ours. Granted 
they have their leaders to draw 
people in and their “low down and 
easy credit terms” to help sell. 
They seem to be doing quite well, 
however .. .! 

Now, concerning the editorial, 
“How to Kill the Goose,” the retail 
stores in this town have, besides 
the “Union Buying Clubs,” dis- 
count setups for city employees, 
school teachers, etc. Our electric 
plant is municipally owned and 
they sell lamps at wholesale to 
anyone who uses their electricity— 
how do you like that for supporting 
the small businessman taxpayer? 

We have an appliance store 
across the street from us that 
openly sells practically any kind of 
top national brand small! appliances 
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for 20 percent off. They have been 
reported to the hardware associa- 
tion, shopped and warned to little 
avail. Whose fault is it; retailer, 
wholesaler or manufacturer? 

To give an example of how they 
hurt our business, we generally 


sold about 100 pieces of copper. 


bottom stainless wear at Christ- 
mas time. Since this discount house 
moved into the area, we sold less 
than 15 pieces last Christmas. So- 
we've thrown out small appliances 
and all the big ticket items and 
keep busier than heck, selling a 
$100,000 worth of nuts, bolts and 
kindred items each year. 
Enjoyed your editorial 
much, keep them coming. 
Donald R. Berg 
Berg Hardware Co. 
1765 E. Colorado St. 
Pasadena 4, Calif. 


very 





What do you think? 

Editor's Note: The letters on 
these pages are just a few of 
the many HARDWARE AGE re- 
ceives each week. Do you have 
an opinion on current 
problem, or some suggestiona 
you would like to pass along to 
other dealers? Write us your 
views. We will print as many 
ag possible of those of general 
interest. 


some 














Local stamp plans best 


Dear Editor: 


You asked us what our experi- 
ence has been with the local stamp 
program we use. As you know, 
with these stamps a customer can 
redeem them for merchandise in 
any one of our participating stores, 
or they can redeem them for cash. 


Our town is about as stamp 
crazy as you can get, with nearly 
every concern giving every kind 
of stamp or rebate from cash 
tickets. 

Since we have been using our 
local stamp plan, about the only 
improvement we noticed has been 
that the cash payments on our 
charge sales have picked up. It is 
necessary for a customer to pay a 
current bill by the 15th of the 
month in order to obtain stamps. 
This seems to have caused many 
of our customers to pay their bills 
more promptly. 

We signed up for the stamps in 
July, 1954, and our sales for the 
period 1954 and 1955 
about $500 per month. 


increased 


llowever, we seemed to have lost 
sales this year and | believe some 
have no doubt gone to the large 
grocers as they have all put in 
housewares and other items which 
we normally sell. 

I believe that our loca! stamp 
program is better than any of the 
national stamp plans, because we 


(Continued on next page) 
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Dear Editor! 





But, he went 
bankrupt... 


Dear kditor: 

We would appreciate five copies 
of your editorial, “But He Went 
fankrupt,” from the Oct. 25 issue 

Yours very truly, 
J. J. Clark, 
Fries, Beall & Sharp 


Washington, D. C. 


Dear Editor: 

We are certainly pleased that you 
have reprinted the editorial en- 
titled “But He Went Bankrupt.” 
We also note that you state you 
are glad to supply extra copies. We 
would like very much to have a 
quantity for our salesmen. If there 
is any extra charge for this, please 
let us know and we would be glad 
to pay it. 

Very truly yours, 
H. L. Thompaon, Jr. 
Bostwick-Braun Co. 


Toledo, Ohio 


Dear Editor: 

We would appreciate it if you 
would send us 15 copies of your 
editorial “But He Went Bankrupt.” 
Thank you. 

Very truly yours, 

KF’. B. Kieckhefer 

Van Deren 
Lexington, Ky. 


Hardware Co. 


Dear Editor: 
Your editorial of Oct. 25, 
He Went Bankrupt,” is to 


“But 
the 


Local stamp plans best 
(Continued from page 49) 


can redeem the stamps by selling 
the customer our merchandise in- 
stead of sending the customer to a 
stamp redeeming center. 
Yours very truly, 
(name withheld) 


- Here is the type of prestige ad used by a Wisconsin 






(('ontinued } 


point. It sure gets 


would 


your message 
across, We appreciate 30 
editorial, You 


extra copies, which 


copies of this 
bill us for the 
we will be 
pay. 


may 


more than delighted to 
Yours very truly, 

Manny Rabinowe 

Kk. Rabinowe & Co.. Ine 
Yonkers, N. Y, 


Lises store picture in ad 


Deay Kditor: 
In your 
an article 


Aug. 16 issue we noticed 
“How To Do a Better 
We took a pic- 
store and ran this 
advertisement in 
newspaper. 


Job Advertising.” 


ture of our (see 


illustration ) our 

Sunday 
Yours truly, 

KE. Kroner 

Adam 

La Crosse, 


Kroner Co. 
Wis. 
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BE SURE TO VISIT 


KRONER’S HARDWARE 


HARDWARE AGE, 


Editor: 
Would you 


Dear 


kindly send us five 
copies of the editorial published in 
your Oct. 25 issue of HARDWARE 
AGE. An receipt will be 


greatly 


earls 

appreciated. 

Very truly yours, 
L. M. Pysac 
Wacker 

Illinois 


Hardware Co. 
Chicago, 


Note 


and 


KRditor’s 
prestige 


-How fo 


acceptance for 


buud 
your 
store through advertising was the 
Aug. 16 
author pointed 


theme of the article in the 
The 
out that store prestige advertising 
is just as vital as product advertis- 
ing to create traffic and sales. The 
second part of the article was pub- 
lished in the Aug. 30 


issue, p. 8&4, 


issue, p. 39, 


store 
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FREE CHRISTMAS RIFLE DISPLAY 
STOPS CUSTOMERS . . . STARTS SALES 


COMES WITH 4 POPULAR REMINGTON 22's this Chali, V 





During the busy season ahead let this colorful Remington 22 
rifle shipper-display take work off your hands and add sales 
to your register. Four fast-selling 22’s come shipped in 
this bright red-and-green unit. They include two model 514 
bolt-action single-shot rifles, one model 512 bolt-action 
repeater and one mode! 550 autoloader. Just open this 
completely assembled display . . . stand it up and 
you're ready for business. It’s so compact you can spot it 
any place in the store. Ask your wholesaler for the 
Remington No. 420 rifle assortment and Christmas display 
that costs nothing extra—-you pay only for the four rifles. 
Display is 1742” wide, 62” deep, 4442” high. 


<7 7 <z 


—also free with 
rifle assortment 


Give @ 
REMINGTON 22 RIFLE 


the Perfect (sift 


— Fis 





individue! aun 
stock wraos heve WINDOW BANNER 
soace fer personal 24," wide, 9/4" high 
note from the giver. 





this C ben istics que a4 
bA T DISPLAY CARD 
EE 131" wide, 10%" heh REMINGTON FIREARMS IN WINDOWS 


ARE SHOPPER STOPPERS! 


One sure way to get attention for a sales display 





is to feature guns in the show window. Retailers 


These bright red and green extra sales aids find that both shooters and non-shooters are 
are packed with every assortment of the four Remington 22's. strongly attracted by a gun display. Capitalize 
They let you do a complete job of merchandising throughout the on this interest. Show Remington firearms all 
store-——from show window to point of purchase year round in your windows. 
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How revolving credit 
plan increases sales 


Half of cstomers buying on credit initially continue to 
add purchases; power tool sales increase 50 percent 


Here is how a revolving credit 
plan helps a western Pennsylvania 
hardware dealer increase sales. 

Since the plan went into effect 
10 months ago, store-wide sales 
have gone up. Half of the cus- 
tomers who opened revolving 
credit accounts have continued 
making additional purchases under 
the plan. 

The most noticeable increase in 
sales is in the power tool depart- 
ment where sales are up 50 per- 
cent since the plan started. 

One reason for the success of 
the plan is that credit customers 
in this self service store can be 
checked out almost as quickly as 
cash customers. All revolving 
credit accounts are kept in a port- 
able file at the checkout counter. 
If the customer’s account is ac- 
tive and paid to date, the check- 
out clerk can easily work out a 
new payment plan for the cus- 
tomer from a handy chart. 

This plan is in effect at Vater’s 
Hardware in Aliquippa, Pa. Here 
is how it works: 

A customer may open an ac- 
count on any purchase of $5 or 
more, except for major appliances. 
Major appliances are financed 
through the local bank. 

The customer pays 10 percent 
down at the time of purchase and 
the balance plus a 10 percent 
carrying charge is divided into 
equal monthly payments. 


Flexibility is the keynote of the 
plan. The amount the customer 
may purchase on revolving credit 
is not fixed at any particular fig 
ure. Generally, however, accounts 
total less than $100. 

Payments generally run over a 
period of four to six months. How- 
ever, the store will carry accounts 
for as long as one year. 


Mr, Vater goes over a customer's 
clerk checks out customer's purchase. 
be worked out. 





Once the customer has repaid 
any part of the outstanding bal- 
ance, if the payments are up-to- 
date, he may make additional pur- 
chases under the plan. When he 
makes the new purchase, he again 
pays 10 percent down and the new 
balance and carrying charge are 
added to the remaining old bal- 
ance. The may then 
make larger monthly payments for 
the remainder of the original time 
period or extend the time period 
at the previous monthly payment 


customer 


rate. 

Vater’s now has about 200 cus- 
tomers participating in its revolv- 
According to N. 
store manager, about 


ing credit plan. 
A. Vater, 
half of them have continued mak- 
ing new purchases under the plan. 

What 
many? Mr. Vater says less than 
of the ac- 


about skips? Are there 
half of one percent 
counts are not paid to date. 

The plan’s flexibility comes into 
play on this subject too. If a cus- 
tomer needs more time to make 
payments because of illness or 
some similar reason, Vater’s will 
make exceptions to the original 
contract and allow the customer 


more time to repay the balance. 


revolving credit account record while 
A new monthly payment plan will now 
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Chase” quality 


METAL INSECT WIRE SCREENING 


This simple test will prove the superior dimensional stability of Chase 





metal insect wire screening! Hold a ten-inch square of Chase screening 
by opposite corners and stretch...then release one end. See how this 
screening snaps back into a virtually perfect square again! 


Double crimping is the secret. Every strand of Chase screening is locked 
into position by an over-and-under weaving process in both directions! 
Easy to see why screens made from Chase metal insect wire screening 
last so long! 
” 


Get Chase metal insect wire screening from the Chase warehouse near 
you. Aluminum, bronze and stainless steel screening comes in 100-foot BRASS 4 COPPER CO. 
rolls protection-packed in hexagonal boxes. Order today! WATERBURY 20. CONNECTICUT 
SUBSIDIARY OF KENMECOTT COPPER CORPORATION 


The Nation's Headquarters for Brass, Copper and Stainless Steel 


Atianta Baltimore Boston Charlotte Chicago Cincinnati Cleveland Dallas Denver Detroit Grand Rapids Houston indianapolis Kansas City, Mo. Los Angeies 
Milwaukee Minneapolis Newark New Orieans New York Philadeiphia Pittsburgh Providence Rochester 4%. Louis San Francisco § Seattie Waterbury 
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How to sell outdoor lines 


Advertising, prominent displays, repair service, finance plans 


and home demonstrations help Wisconsin dealer’s sales 


How do you sell your outdoor lines? 
Do 
tions, 


you advertise sufficiently, with illustra- 


the 
you carry | 


various types of outdoor equipment 


’ Do you display the different outdoor 
lines prominently in a place in the front of your 
store where they will be seen by the most store 
traffic? 

What about service’? 
the different And do you provide finane- 
ing on the larger ticket items in the lines? 

if a 


Do you offer service on 
lines ? 


customer wants a demonstration of a 


[his is one of the many regular ads used by H. Lorleberg Co. to promote sales 


particular unit, are you willing to take it to his 
home to show him how it works? 

The answer to all these questions is “Yes” at 
H. Lorleberg Co. in Oconomowoc, Wis. Accord- 
ing to H. N. Scherffius, manager, these are rea- 
sons for his store’s increase in sales of outdoor 
lines. 

Take advertising, for example. Mr. Scherffius 
uses a half-page ad in the local weekly newspaper 
and a full-page ad in a shopper’s guide in the 


(Continued on page 56) 
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EASY TERMS! 
BIG TRADE-IN ALLOWANCE! 


AND A LOW, LOW 
PRICE! 





you can OWN 
A SENSATIONAL HEW 


JOHNSTON 


MOWERS FOR A VELVET LAWN 
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22.43 DOWN 
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27.38 DOWN 


$14.09 Monthly 
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LAWN SWEEPERS 
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EXTRA! LOWEST PRICE 
LP TORCH ON THE MARKET! 


$ The “Best Buy’ Torch for your Customers 
$ Fastest turnover and Full Markup for You 


NEW 
REDUCED 
PRICE 


Model Me. 295 ~ 


Shown Actual Size INSTANT STARTING 


LIQUEFIED i ‘ PETROLEUM 
Torch © 


“@ 


THE ONLY THROW-AWAY FUEL CONTAINER 
AND SELF-SEALING SAFETY VALVE 
IN THIS PRICE CLASS. 


NATIONALLY ADVERTISED IN: 


MECHANIX POPULAR 
ILLUSTRATED MFCHANICS 


MAGATZINI 


preselling thousands of customers 
in your neighborhood 


THE Lenk MFG. COMPANY 


MAIN OFFICE AND PLANT: 
BOSTON 15, MASS. 
BRANCH PLANT: FRANKLIN, KY. 


HARDWARE AGE, DECEMBER 6, 1956 











B 
HA 


- « « found where 
and the price reas 


. 2596 

| EXTENSION 

; FLUSH 
BOLT 


SCHOOLS 








APARTMENTS 


FREE catalog gives full details on our 
truly competitive, complete line. Send 
for your copy today. 


ORDER FROM YOUR JOBBER 









PADLOCK and HARDWARE CO. 
LANCASTER, PA. 








How to Sell Outdoor Lines 








area. He features lawn mowers, 
lawn and garden supplies, barbecue 
equipment and other seasonal items. 

With a large ad Mr. Scherffius 
illustrates enough different models 
of power mowers, for instance, to 
cover the interests of most home- 
owners. Last year one full-page ad 
on lawn sweepers resulted in sales 
to many persons who had thought 
the units were beyond their reach. 

Mr. Scherffius now plans to con- 
centrate more of his advertising on 
lawn sweepers. He believes every 
power mower customer is an even- 
tual customer for a lawn sweeper. 


Show ‘em and sell ‘em 


Displays are an important part 
of the sales picture for outdoor 
lines. From April 1 to Nov. 1 Mr. 
Scherffius shows these lines in a 
15 x 20 ft space up front near one 
of his two main windows. Some- 
times as many as 10 different 
models of mowers are displayed in 
the area. 

Tied in with lawn and garden 
equipment is the display of outdoor 
cooking equipment. Barbecue equip- 
ment is displayed here and more 
emphasis on outdoor cookery is 
going into the store's ads. 

Service is another important part 
of the selling plan. H. Lorleberg 
(‘o. makes some minor repairs on 
but most of the 
major repairs and service are han- 
dled through a repair shop 
with which the store has made ar- 
rangements. This relieves the store 
of the expense of maintaining an 
extensive repair shop, but still per- 
mits it to draw trafiic by offering 
repair service. 

Customers coming in to have 
their equipment serviced are often 
made customers for other equip- 
ment. They may buy accessories 
for their power equipment, seeds, 
insecticides, herbicides or barbecue 
equipment. 

Lorleberg's 


power mowers, 


local 


financing plan has 
aided many sales of outdoor equip- 
ment. Although about 75 percent 
of power mowers and lawn sweep- 


(Continued from page 54) 


ers are sold for cash, 25 percent of 
the volume is 
financing plan. 


handled through a 


Customers have the option of 
time payments either through the 
store, for a short term, or through 
the local bank, for an extended 
period of time. Customers who pay 
for the unit within 90 days, may 
finance through the store without 
any interest charges. Between 90 
days and six months, financing 
through the store is done at 4 per- 
cent. Periods of longer than six 
months financed through the 
local bank. 


are 


Because demonstrations have 
much to do with any Mr. 
Scherffius does not hesitate to send 
equipment to a prospect’s home. 
Demonstrations at the customer's 
home often lead the way to sugges- 
tive selling of other items needed 
by the customer. 

Mr. Scherffius tinds that 
trating sales on major outdoor 
lines has resulted in tie-in sales 
for smaller outdoor items. As an 
example, a few years ago his store 
used to order charcoal by the bag 
in dozen-lot quantities. the 
store buys its charcoal in one-ton 
lots. 


sale, 


concen- 


Now 


Two Sets of Free Scales 


Attract Customers Daily 

Two for 
tomer use get friendly comments 
from people in an Iowa town. The 
hardware dealer has one of these 
the store entrance 
a scale display. 


sets of scales ‘Us- 


scales near 


and close to 

The other unit is in a more 
centralized location as part of an 
attractive display of bathroom 
scales. 

This courteous idea builds traf- 
fic for the store. Numerous busi- 
nessmen in the area visit the store 
each business day to check their 
weight. 

On many of these visits the 
free-weight seekers will browse 
and make impulse purchases. 
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month after month... 
1512 million’ men and women“live by the book” 


...and the book is Better Homes and Gardens 


4.260,000 COPIES EACH MONTH 





























Dad building something in his workshop, Mom try during the year... 
ing out a new recipe—BH&G readers act on ideas 
they see in “the book’’. Associated with reading 1 


the ads and articles in an average issue of BH&G, 4 
6,950,000 readers reported taking 27,100,000 ac- 3 O e] 10a) 





tions! 15,500,000 people read an average issue. 
One third of the 123,800,000 people in the U.S. 
10 years of age or older read one or more of every reads Better Homes & Gardens! 
twelve issues. ‘That's 44,150,000 readers of Better 
Homes and Gardens—and over 40% of them 
are men! Meredith Publishing Company, Des 
Moines 3, lowa. *A 12 Months’ Study of BH&G Readers, Alfred Politz Research, Inc., 1956 


HARDWARE AGE, DECEMBER 6, 1956 57 








in today’s market it’s 
TWO FOR THE MONEY! 





Today, it takes both retailer and manufacturer promoting 


together to make a good profit picture. 


That’s why, 


during 1956, thousands of retailers followed the Boon- 
tonware Planned Sales Program. They got powerful local 
advertising——either TV or newspaper; competitive price 
promotions at regular intervals; two big window promo- 
tions; strong, consistent national advertising support; 
and a wide assortment of mats, display aids, statement 


enclosures and advertising suggestions. 


And for 1957, the Boontonware Planned Sales Program 
will be bigger and better than ever, packed with plenty 
of surprises and powerful new merchandising ideas. Get 


the full details from your jobber today! 


poorilonware 


MELMAC 
DINNERWARE 
ATITS FINEST 


MANUFACTURED BY THE BOONTON MOLDING CO., BOONTON, N. J. 
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How to Fill Your Store 
With More Customers 


(Continued from page 37) 


teserve stocks have plenty of 
room in Schwickert's big 7500 sq 
ft warehouse separately located in 
Mankato. 

Even with a 5000 sq ft first 
floor display area, sample space 
can become a problem when a 
dealer stocks the wide variety 
found here. In the latest face- 
lifting, the fifth since George J. 
Schwickert founded the company, 
the floor was laid out to combine 
heavy traffic flow to two cash- 
wrap registers with maximum use 
of footage for display. Every inch 
had to count. 


They all like the basement 


Most of the island fixtures are 
four tiered. Ends of them are put 
to use in display with perforated 
paneling. Each fixture carries a 
high sign with location number 
and items on that counter. This is 
the method used for decades in 
super markets to save customer 
and clerk time. It’s a big help in 
directing traffic during peak 
hours. 

All side-wall fixtures are backed 
with perforated paneling which 
cuts wasted display inches to the 
bone. 

Schwickert's basement is a bar- 
gain hunter’s paradise which ap- 
peals to all. Cut-price items are 
given elbow room with repaired 
traded-in appliances. There is no 
traffic problem in this section. 

Leas Schwickert believes it is 











HARDWARE HUMOR 





es | 
one . 
Cc usTore? ’ . “— 
, 
| 7 ‘ 
=) | .s 
_ Vn. -- “+ 
Cope ¢ po é —— + 
— a ha) *, ~ , x ° 
— ie 


"Don't worry, it moves them every 


time! 
) Hardware Age, 1956 
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Magnetic Can Opener from $3.49 : Portable Can Opener $1.96 - Automatic Can Opener from $4.49 
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: 
Combination Can Opener . . 
and Knife Sharpener from $3.98 : Standard Can Opener from $2.49 - Cabinet Can Opener $9.95 
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Rudget Can Opener from $1.79 . 
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Portable ice Crusher from $8.95 ° lee Bucket $7.95 Wall ice Crusher from $7.95 


SWING-A-WAY MANUFACTURING CO. + 4100 BECK AVENUE + ST. LOUIS 16, MISSOURE + IN CANADA: FOX AGENCIES, PORT CREDIT, ONT. 


HARDWARE AGE, DECEMBER 6, 1956 59 








‘SIFTERS seth 
‘CHOPPERS. 












+ 
x 
e: 
- 


in Matching. 


“Patterns 





* 


a4 









oi Ne, 49% 
‘) NUT MEAT 
CHOPPER 








ONION 
CHOPPER 





Your wholesaler always has popular 


Androck Housewares in stock. 
THE WASHBURN COMPANY 


Worcester, Mass. © Rockford, Ill. 





> 


| 





SS 


important to appeal to men, women 
and children with “ 
motion. 


aggressive pro- 
and good house- 
tomorrow, and the 
Retailing, like 
keeping,” he said, “is a 


displays, 
keeping; today, 
next day. house- 
never- 
ending job requiring daily effort 
and, most of all. 
A member 
Co., 


saler at 


enthusiasm.” 

of Our Own Hard- 
dealer-owned whole- 
Schwickert's 
philosophy of pitching promotion 
at every member of the household. 


ware 


Minneapolis, 


including the children, will pay 
off to the tune of nearly $600,000 
this year in the combined retail 


store and heating-roofing-air con- 
ditioning division. 


Outdoor Display, Parking 
Build Store Traffic 


(Continued from page 43) 


a buying mood those who came in 
only to look. 
Outdoor 


purpose, 


displays serve another 
They space 
secause of the many 
outside, the store’s 
though only 48 x 48 ft 
presents an uncrowded appearance 
despite the large variety of 
chandise offered. 


Loo. 


in the store. 


conserve 


things shown 
interior, 


mer- 


To further relieve store conges- 


tion, Mr. Preach has remodeled his 
nearby former home to provide 
office space, sales rooms for sea- 


sonal goods such as Christmas toys 


and fireplace accessories, and stor 
age space. 

One outdoor display which at- 
tracts many customers is a road- 


side pedestal on which a Today’s 


Special is featured. This is a 


sin- 
gle item priced attractively. 

The store front has four siz- 
able display windows. Mr. Preach 


changes these frequently and keeps 


them attractively arranged and 
well lighted. 
Display does it good selling lob 


too, with hand and 
small power tools much in the spot- 
light. 


inside the store. 


ear 


Tools of all types make up an 
important part of 
Mr. Preach says. 
“We not only sell homeowners a 
good volume of tools and equip- 
ment for workxhop, home and gar- 
but 


our business.’ 


den, bricklayers, carpenters 


other craftsmen 
all the 
saws and other tools.” 

One which aids displays 
in selling is the island 
and wrapping counters in the cen- 


and 
from 


come to us 


over city for levels, 
feature 


cashier s 


ter of the store. 
Displays of impulse 
this point spark many extra 
Furthermore, 
which side of the 


items at 
sales. 
matter 


no on 


island he stands, 


the customer waiting for change 
always has half of the store’s dis- 
plays spread out before him. As a 


result he often sees something else 
leaving. 

the key item of 
Preach considers of greatest 


he wants before 
Under 
Mr. 


importance his policy of standing 


service 


100 percent behind every machine, 
tool and other goods which he sells. 

A service which appeals to many 
customers is the early opening of 
Weekday hours are from 
to 6:30 p. m. The store 


the store. 
6:30 a. m. 


is closed all day Sunday. 

The early hours are a conve- 
nience to many people who want to 
make purchases before going to 


work, and the cash register is 


usually kept ringing merrily when 


most stores are closed 

Another thing that makes 
friends is a loan service. When a 
customer wants to build a fence 
Preach’s loan him a post auger. 
When he buys grass seed they loan 
him a seeder, a spreader for fer- 
tilizer, and so on 

No rental is charged for such 


tools and equipment, but the friend 
ships made provide a much greater 
than 
they 


return any small rental fee 


which might bring in. 


How to Keep Pipe Fitting 
Stock in th: Right Bins 
Although tne wins in 


fittings are 


which pipe 


ato ked iT} your store 


mari ed, 


i] 
| ’ 


are well and properly 


serve-yvourself customer ome 


look at 
them in the wrong bin 


times fittings and 


To forestall this possibility a 
western hardware dealer has a 6-ft 


measuring tape fastened to his pipe 


fittings bin section. When waiting 


on customers he and his employees 
check fittings sizes against this tape 
turning them over to cus 
This 


noted favorably by 


before 


tomers simple precaution Is 


customers. 
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New Dimensions for 1957... 
six modern patterns for her to choose... 


Fs Libbey Sahedge Cloaswane, 
" a ctyled in the 
i 






Continental manner 
for Young America 









~~“thee 


| { | wy 4. Staccato 


) 


L, Odagio 








"THe LARcEesT FALL advertising 


den... advertising reaching the 
program in glassware history is 


heart of Young America . . . build- 


showing Young America the lovely 
grace and heauty of Libbey’s New 
Dimensions for 1957 . . . showing 
how to use this ex iting glassware 
at every meal , CUE ry-day crystal 
for every-day use 

Young America is seeing the 
story of New Dimensions for 1957 
in glowing color pages in Better 
Homes and Gardens, Life, Satur- 
day L-vening Post, Living for Young 
Homemakers, and House and Gar- 


ing desire for this touch of ele- 
gance in every-day living. 


This effective advertising pro- 
gram is backed by merchandising 
aids, too... part of Libbey’s plan 
to help dealers move merchandise 
quickly. Exciting, new display ma- 
terial available to all dealers . 
dealer advertising mats are also 
available . —_ all designed to help 
dealers benefit from the new 
theme, New Dimensions for 1957. 






Attractive New 
Dimensions easel inter- 
locks with boxed set for elective 
counter or window display, 


_ 


~~. 





Take advantage of this exciting Libbey advertising pro- 
gram. For information on the complete Libbey Safedge 
line, see your Libbey distributor, or write Libbey Glass, 
Division of Owens-Illinois, Toledo 1, Ohio. 


LIBBEY SAFEDGE GLASSWARE 
AN (1) PRODUCT 
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Fach 

pattern is 

attractively 

gift-boxed in sets 

ot 5. Tumblers are priced 

to retail at about $5.95 for a set of & 
Pileners, at about $5.95. 






Owens-ILuINo1s 


GENERAL OFFICES « TOLEDO 1, OHIO 
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For top volume... 
in tape sales 
... Sell JENKINS 


FRICTION 
RUBBER 
PLASTIC 


A few wraps and the job's finished 


one thickness insulates 


Tears evenly, 


does not ravel more “coverage” 
per roll, Stock Gold Seal for bigger 
sales and profit. Jenkins Bros., Rubber 
Division, 100 Park Ave., New York 17 


BEST SELLER FOR 
PLANT SUPPLY } 
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All types of GOLD SEAL TAPES — Fric- 
tion, Rubber, Plastic 
roll cartons as well as single rolls. Every 
roll cellophane protected, stays fresh. 


ore packed in 10 


DIAMOND SEAL Friction and Rubber 
Tapes ore also mode by Jenkins Bros. 
to ASTM specifications. 











Gun knowledge attracts 


deer, duck hunting fans 


A California hardware dealer is 


known for his enthusiasm for deer 


and duck hunting trips. Long a 
gun enthusiast, he was a target 
shoot expert in his younger days 
but now confines his shooting to 
deer and duck. 

Ham Holiday, who operates Holi- 
day Hardware Co. in Antioch, 
Calif., has a large stock of guns, 
ammunition, and related lines. 
Hunting and target enthusiasts 
who have purchased guns in other 
stores visit this store because of 
its gun service, 

Every year the store is closed for 
10 days while its proprietor goes 


Hamilton Holiday (lett) in gun department talks 





om) *™ 


deer hunting. Mr. Holiday says, 
“In a small city, particularly, ac- 
tual participation in this fall sport 
gains friends for the firm and 
increases sales volume. | not only 
have an vacation, but 


with 


enjoyable 


become better acquainted 
hunters.” 

The store’s closing is announced 
by a card in a window and by a 
newspaper ad. A typical ad in this 


“The Holiday Hard- 


ware Store closes Sept. 17, to take 


series read: 
annual treatment for that dreaded 
affliction, commonly buck 
fever. We promptly on 
Sept. 26, completely cured.” 


called 


reopen 


hunting with customer 
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New Weldwood Adhesives Center 
holds a glue for every purpose 





Complete glue department in 4% sa. ft. 


That's all the floor space you need to stock and 
display the four fastest selling types of adhesives. 
No wasted counter space! No wasted shelf space! 
Yet you have a complete, balanced stock of every 
type of glue you get calls for. So complete, you 
need no others 








“Self Service” Glue Selector Chart 
saves your salesmen’s time! 
Your customers select,at a glance, the right glue, 
for the right purpose, in the right size. It answers 
all their questions about application, properties, 
even price. Virtually eliminates salesmen’s time. 





Qa re eee 


Carry less ireeutaee! Sell more glue! 


Because of the carefully balanced assortment, 
youre never overstocked in any one type. You're 





never stuck with “slow movers.” You never lose 
a sale because you always have the right glue, in 
the right size. This merchandiser, made of birch 
plywood, with recessed lighting, turns your store 
into “glue it yourself” headquarters 











Nationally Advertised Famous 
Weldwood Wizard quickly iden 
tifies Weldwood Gives, nationally 
advertised in Saturday Evening 
Post, Better Homes & Gardens, 
American Home, Living, Sunset, 















eas Here's what you get by mailing coupon today: 








Hobby Books, et ‘% 
Retail! Retail r=" ee ee Sete 
Price = Gusatit 7) Pr 
ge age Se ae J UNITED STATES PLYWOOD CORPORATION Jj 
Weld d ‘4 ; 40 24 Weld »d r Z 29 24 | dae Sera Pe Lay canon tras Phew ok i 
e'dwood 4 OF eidwoc 420 
rosea 3 pi m 12 Presto-Set® —e or 49 (12 r Rush my Weldwood Adhesives Center, complete poy assortment ' 
Cement Pint 1 45 Py Glue S401. 9 6 ' described on this page, at special price of $99.89, delivered, 
Quart 72.45 6 Pint 1.79 6 ' STORE NAME 
Weldwood 3% o2 35 «612 TOTAL RETAIL VALUE 143.44 i MY NAME ! 
Plastic Resin 8 o7 = 12 Your cost i ADORESS i 
Glue Lip 9% 6 (at reguiar discount) 89.94 aaa sani ian ' 
ce 
L >pecial price on dis | 
Weldwooe =a pint 100 12 ale unit (value: $40) 995 99.89 r) BILL MY JOBBER i 
Waterproof Lpint 3.10 | r 
Resorcinol Give 1 quart 4.90 2 Your profit $43.55 city ZONE STATE J 
ere nme te mem me nam am em ne nem mee ee 
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Self Seller 


THE DRILL DISPLAY 
THAT ASSURES SALES. EVERY 
DRILL INSTANTLY ACCESSIBLE. 





CONTACT YOUR JOBBER OR — 
HENRY L. HANSON COMPANY 


24 GHION ST. WORCESTER, MASS. 
OES ERR NNN aM: se 
64 


THIS 
you! 







ee 
WE SELL 








Booke 





Retailing I, Retailing II are basic 
training for dealers and 
their salespeople who want to bring 
their selling methods up to date. 
Effective retailing techniques are 
covered in these two correspondence 
courses. The first course, in 16 
assignments, covers store location, 
sales promotion, and salesmanship. 
Course two covers systems for sales 


COUTSES 


transactions, customer services, re- 
tail credit, and collections in eight 
assignments. Further information 
is available from Office of Corre- 
spondence Study, University of 
Wisconsin Extension Div., Madi- 
son 6, Wis. 


“Spacemaster Catalog No, 56-S” 
offers dealers a guide to store fix 
tures for merchandis- 
ing. 

More than 650 illustrations show- 
ing store fixture equipment taken 
from actual store installations are 
included in the 128 pages. 

Catalog lists standards, brackets, 
displayers, frames, racks and shel- 
ving, glass binning, banding and 
splicing equipment, signing and 
pricing equipment and a complete 
line of Spacemaster accessories. 

Catalog is free. Reflector-Hard- 
ware Corp., Western Ave. at 22nd 
Pl., Chicago 8, Tl. 


self-service 


How to plan your bathroom and 
powder room, and How to plan your 
porch and patio are books that help 
a dealer sell more paint and build- 
ing supplies by increasing his 
knowledge of problems and methods 
in these projects. These two hard- 
bound, 96-page editions are addi- 
tions to a set of five home remodel- 
ing books previously published 
Each of these books deals with the 
job of doing over a specific room, 
from start to finish. Many pictures 
and drawings simplify an already 
easy-to-read text. Dealers can use 
them in training selling staffs or 


| for resale to do-it-yourselfera. 


for a dealer's library 


Elinor Hillyer, assistant executive 
editor of Woman's Home 
panion is editor for the 
Each book is $1.95. Available from 
Greenberg Publishing, 201 E. 57th 
St., New York 22, N. Y. 


Com- 


series. 


Recommended Store Moderniza- 
tions Publications, is a pamphlet de- 
signed as a time-saver for dealers 
looking for literature on how to 
modernize. Many significant books 
on this popular subject have been 
published in recent years. The list 
has been culled, and the most im- 
portant books listed in this 
pamphlet. To get a copy, send 10¢ 
to the Store Modernization Insti- 
tute, 20 E. 55th St., New York 22, 
ie ¢ 


are 


Build and Enjoy Your Own Bar- 
bhecue Fireplace, is a booklet dealers 
may have free, for their own use, 
or buy for profitable resale as a 
consumer item. The 20-page book- 
let shows many how-to-do-it de- 
signs of fireplaces and barbecues, 
many basic construction principles, 
materials lists, and building tips. 
Dealers may get one copy free by 
writing, on their letterhead, for a 
sample. They may buy copies to 
sell customers at 25¢, less normal 
markup. Copies cbtainable through 
Wheeler Kight & Gainey, Inc., 976 
S. High St., Columbus 6, Ohio. 


“Retail Collection Procedure and 
Effective Collection Letters” offers 
a specific and detailed collection 
program for dealers who extend 
credit to their customers. The book 
covers the various problems con- 
nected with collecting accounts and 
overdue accounts and lists the fun- 
damentals of good collection letters. 
Thirty-four sample collection let- 
ters are included. The 7l-page 
book is published by the National 
Retail Credit Assn., 375 Jackson 
Ave., St. Louis, Mo. Price: $2. 


HARDWARE AGE, DECEMBER 6, 1956 























No other power tool department 












to the new MAGNA-LINE POWER TOOL DEPARTMENT 








I, mo > a i ‘ Now you can have a complete power 


tool department with superior new 
gi * 2” 


: Avi Oe MITH MAGNA-LINE single-purpose power tools 
Cal irs oa 


and SHOPSMITH!® The power tool 
department of Atias Saw & Knife Works 
shown at left offers Atlas’ customers 

a complete selection of power tools 
including: SHOPSMITH, America’s most 


wanted multi-purpose power tool; the 





4in. Jointer with the longest table, 
largest fence in its class; Gin. Belt 
Sander with automatic belt tensioning; 
11-in. Bandsaw with automatic blade 
tracking; 18-in. Jigsaw with full speed- 
range; Compressor-Sprayer with 100-ft. 
range; and the revolutionary new %-in. 
Saw with “The Helping Hand,” a built-in 
extension which makes the largest 


effective table on the market! 








Here’s what makes MAGNA-LINE the New Standard of the Industry — 








ONE SUPPLIER—NO DUPLICATION OF 
TOOLS OR PARTS—MINIMUM FLOOK SPACE 

MAXIMUM TURNOVER—EVERY MAGNA 
POWER TOOL (except the 9-in. Saw) IS ALSO 
AN ACCESSORY FOR SHOPSMITH! For exam- 
ple, you can display and sell the 1l-in. Magna Band- 
saw as a single purpose tool with its own stand and 
motor—or as an accessory to SHOPSMITH, saving 
both floor-space and inventory! 


ACCESSORY 
DISPLAY PANEL 


There are still Magna-Line -Shopsmith Franchises 

available. Perhaps one is in your territory. For full 
-- information, please write Dept. 602-A, Magna Power 

Tool Corporation, Box 2808, Menlo Park, Calif. 


\ 


» TM. REG 


DOUBLE STAND 


YOU NEED ONLY 9-FT. BY 5\4-FT. SPACE TO 
DISPLAY AND SELL MAGNA-LINE AND SHOPSMITH! 
Only MAGNA-LINE single-purpose power tools and SHOPSMITH 


MAGNA POWER TOOL CORPORATION give you a truly complete power tool department! Only MAGNA. 


OR LINE and SHOPSMITH can offer your customers their choice of 
America’s finest power tools. 
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This Gimmick Collects 
Long Overdue Bills 


Let the dealer accidentally or 
intentionally, bill the delinquent 
customer for an amount in excess 
of that due, and the customer wil! 
quickly complain. 

That is the theory of Helen Im- 
periale of Imperiale Hardware in 



































You can ring up extra chain sales 2. On each type of chain you dis- the Woodside Plaza Shopping 
by stocking, displaying and promoting play, put a typewritten card, tag or Center in Redwood City, Calif. 
Russeliline “do-it-yourself” chains. sticker listing various uses. Se 
Just the portion of the line shown 3. Make a simple display demon- If a bill is unpaid after three 
here gives you an idea of the widening strating one or more uses. For ex- monthly reminders, it is coded 
range of sales possibilities. = oe a oe te ’ a cone SYS for “system” on the fourth 

with a short piece of sash chain ...do , ea ore: 
HERE'S HOW TO PROMOTE MORE the same with a slak ssapper or © gne month. hen an intentional mis- 
AND LARGER SALES cap and a length of safety chain, etc. _ take in the bill total shows it to be 

1. Whenever you have a customer Write for your free catalog of the for a sum $10 higher than that 
for chain, mention some of the other complete line of Russellline chain | actually owed. 
uses for this and other types of chain. products, today. | When a customer billed $19.50 





for a $9.50 purchase visits the 
store to find out why she is asked 
to pay a higher sum, the mistake 
is acknowledged. The bill is cor- 





SASH CHAIN =! 


For Door Stops * Securing Padlocks * 
Suspending Lighting Fixtures * Pul- 
leys * Holding Besement Windows 
Open * “Pull-dewn” For Disappear- 
ing Stairs, etc. 


rected and the customer usually 
makes immediate payment. 


























Time Clock Good Location 


SINGLE JACK CHAIN 1; oe — : 
Lerger Sizes For —Henging Werk- + | ig eer For Capsule Counsel Items 
shop Fixtures and Pipe * Lawn Bor- ———! § Aa" y L “ ; 

ders * Small Sizes For — Suspending [=e] | ‘| a rycen ‘ 

Ornamental Baskets, Signs, etc. * pe aren: : 


Toy Repairs, etc. 




















SAFETY CHAIN 


For —~ Securing Chuck Key Te Drill 
Press * Fastening Outdoor Sink 
Stoppers * Retaining Tank Caps, etc. 





A 
vrs 
eo 





BALL CHAIN 


For ~~ Key Chains * Light Fixture Ex- 
tensions * Ventilator Fan Controls * 
Sink Stoppers, etc. 

















DOUBLE LOOP CHAIN We ygoofed. 





Fer — * Pi ound <ipment + ‘ ‘ : . . ” 
et WA 7 di a | 4 ‘\ The idea for the Capsule Counsel 
ods . MAYA (44 | 4 = “What Is A Customer” in the Nov. 
or ser od ‘home such hg 22 issue, page 49, came from 


ese Schlafer’s, Inc., in Appleton, Wis. 


We intended to give this credit 








in the Nov. 22 issue. The photo 
above shows the panel by the time 
| clock reminding employees of the 
importance of customers. 
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WARE gives you faster turnover 
..and increased profits, too 





Your stocks turn over mighty fast when customers 
know you handle J&L Galvanized Ware. Profits will 
be healthier if you feature a complete line with an 
accepted name like J&L—known by reputation for 
highest quality and dependable service. 

J&L Galvanized Ware is priced for today’s big 
volume market—handling it yields higher profits to 
the hardware dealer. 

Call your hardware jobber for information on the 
complete line of J&L Galvanized Ware. If you need 
additional help, write direct to our Container Division. 
Send for our new catalog. 


Jones & Laughlin 


STEEL CORPORATION 
Container Division 


406 Lexington Avenue * New York 17, N.Y. 
Galvanized Ware Plante: Teleds, Obie and Atlante, Georgie 
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STAMPING & STOVE CO. 
HUNTSVILLE, ALABAMA 

















TWISTED 


BROWNELL NYLON MASON LINE 


MADE FROM 100% HIGH TENACITY 
DU PONT NYLON YARNS 


Ol ed a Oe eee 


For Masons, Contractors, Plumbers, Do-it-yourselfers 





Durable? it's 4 times as strong os cotton! 

Economical ? Additional tensile strength over cotton per- 
mits use of smaller sizes — gains yardage, 
reduces costs. 

Practical? Your choice of 2 handy sizes: 4 Ib. size on 
4” of 6” tube at the same price... % Ib. 
and | tb. tubes if desired 











Always specify ‘‘BROWNIE'’ — the quelity brond 
for ever a century~maode by Brownell & Co., Inc., the lorgest 
manufacturers of Nylon Seine Twine and serving the fishing 
industry since 1844. 








At Last... a Twisted Nylon Mason Line thet is not af- 
fected by water, gasoline, kerosene, oils, paints, etc. Twisted for 
proper amount of elasticity, it has much greater abrasive quoli- 
ties than cotton. Once your customers have tried it, repeat soles 
4 will come oevtomatically. 


Write for Descriptive Catalog Sheet. 
, aernaenae a i i e 


; BROWNELL & CO.,»« 


MOOODUS, CONNECTICUT . 
Be 

















(Continued from page 10) 


SBA's Loan Program Helps 
Dealers Establish Credit 

Hardware dealers and other 
small businessmen have built up 
credit ratings in their community 
with the help of the Small Busi- 
ness Administration. 

The SBA reports more than two- 
thirds of its business loans have 
been in cooperation with private 
banks. This helps the small dealer 
build his own credit. 

Dealers borrow from SBA when 
they cannot get a bank loan. By 
repaying the loan promptly the 
dealer builds his own credit rating 
with the bank that was a partner 
in the loan 

ty Sept. 30, the SBA has ap- 
proved 4188 business loans totaling 
$190.4 million and 4668 disaster 
loans totaling $54.2 million. 


Builders Selling Mortgages 
To Get More Working Funds 


suilders and lenders are feel- 
ing the pinch of tight credit. 

To get mortgage money for new 
building projects, they sold gov- 
ernment-backed mortgages at a 
record rate in July, August, and 
September. 

The Federal National Mortgage 
Assn., which buys and sells these 
mortgages in the resale market 
reports that in the third quarter 
it bought 11,165 government 
backed mortgages valued at $122 
million. 

This compares with purchases of 
$80 million in the second quarter 
of 1956 and $20 million in the 
third quarter of 1955. 


Railroads Ask for Immediate 
Increase in Freight Rates 


You may soon have to pay more 
freight on some goods you buy. 

The railroads have asked for an 
immediate 7 percent increase in 
freight rates. 

They asked the Interstate Com- 
merce Commission to grant them 
an emergency rate hike without 
any hearing. 

(Resume reading on page 11) 
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Wick- Conneth” 


GARDEN HOSE COUPLER 


Patent applied for 


No Moving Parts! 













Made from 
1 doz. couplers displayed on Du Pont Zytel Nylon 
informative counter card 9” x 11” 


os 
ee 


g 


STILE CRAFT Mfg. Co. * 1825 Macklind, St. Louis 10, Mo. 


NOTE: MANUFACTURERS REPRESENTATIVE, SOME TERRITORY OPEN — WRITE US FOR DETAILS. 
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EASIEST 
TO SELL- 


ANCHOR BRAND 


CURRY 





Ne. 15 


Curry Comb 
Cirevlar Pattern (re- 
versible) Spring 
Steel, Red Enameled 
Wood Handle. 






Ne, 560 > 
Curry Comb 

Six Bars, Closed 
Back Steel Comb, 
Steel Shank, Cast 
Malleable tron 
Mane Comb with 

a, . Teeth j Red 


Enameled Wood 
Handle 








COMBS 


Ne. 1 
Curry Comb 


Hondle. 


q No. 0540 
Curry Comb 
Eight Bars, Closed 
Bock Steel Comb 


and Shenk, 


Handle 


yi 





if 








Duplex (Patented) 
Sheet Steel, Leather 


Red 


Enameled Weed 





These curry combs are typical of the 
high quality that Anchor Brand builds 
into all its products to assure longer 
service life and best results. 


You'll find Anchor Brand the easiest 
to sell of all saddlery, harness and 
grooming hardware. Ask your jobber 
or write for full information. 


SS 





NORTH|JJUDD 
Manufacturing Company 


New Gritein, 


New York * 
Bufielo * 


Beeston ° 
Detroit * 


e. Connecticut 


Philadelphia * 
Chicoge * & 


Atlante 
Lewis 


Dellas * Les Angeles * Sean francisco * Seattle 
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National Events 
Industrial Supply Convention, June Mfrs. Assn.: Fairmont Hotel Head 
18-20, 1957, at San Francisco, Calif. quarters for National Southern 
Attendance restricted to members. Distributors’ Assn. and Southern 
Mark Hopkins Hotel headquarters Industrial Distributors’ Assn. Spon- 
for American Supply & Machinery sored by ASMMA, W. B. Thomas. 
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THis 
LONG-LASTING, FLEXIGLE 
PIPE (8 MADE OF 


WISIN Ie 


POLYETHYLENE 
an Eastman plastic 


Fenite Putpesnrene % the Send cote & 6 Gey 

marketed MAN 

Chemient Progucts Re + sopstéiery of LASTIOAN 
KODAK COMPANY its = 


and rev stance to 
Getera 
ore oulslending 


Gacy te rete! +» Never Corrodes + Meaquires ce Threading 
Lignrt in Welgmt « Aseuree Ptiyr Flew + Ucaetected by & reesing 


TEIN Te 


POLYETHYLENE 


an Eastman plastic 
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Durable plastic pipe 


carries a tag like this 





This tag identifies pipe made of Tenite Polyethylene. It quarantees your 
customers a tough, durable pipe that's ideal for carrying water for drink 
ing, irrigation, animal watering, lawn sprinkling systems 
cold water must be brought from one location to another. 

Farmers and homeowners like the many advantages of pipe made of 
Tenite Polyethylene. It's light in weight, and hence easy to carry. It's 
flexible, can be curved around obstacles, and therefore requires fewer 
angle fittings. Since it's available in rolls, long coupling-free runs are 
possible. Where shorter lengths are desired, it can be cut with a knife 
and quickly joined with simple compression fittings. What's more, pipe 
made of Tenite Polyethylene resists weathering, corrosion and electrolytic 
attack, assuring long years of trouble-free service 

Tenite Polyethylene plastic is made by Eastman and supplied to ex 
truders who produce the actual pipe. Eastman advertising is helping to 
tell your customers about Tenite Polyethylene pipe and the tag that 
identifies it. Be sure you stock this pipe and display the tag. For a list of 
extruders, as well as additional information about pipe made of Tenite 
Polyethylene, write: EASTMAN CHEMICAL PRODUCTS, INC.., 
Eastman Kodak Company, KINGSPORT, TENNESSEE 


or wherever 


subsidiary of 





Display cards make 
Bassick’s Hand-L-Hold 
a Self-seller 


Now attractively carded for im- 
pulse sales—here is the easy-to-use, 
easy-to-sell Bassick Hand-L-Hold. An 
upward touch sets the broom, mop, or 
tool handle in place. It holds by its 
own weight-—can't mark, scratch, or 
damage handles. And, once folks see 
it work, you Can practically start ring- 
up the sale. 


Display-demonstrator 
free with 30-piece order 


That's where the Bas- 
sick display demonstra- 
tor comes in. It invites 
attention, lets shoppers 
try out Hand-L-Holds 
for themselves, It will 
spark impulse sales. 

Put the new display 
card package—prepriced 
for self-service sales— 
and the handy demon- 
strator near your check-out counte 
and in the houseware section. See how 
many extra sales you pick up. 

Order from your jobber. ‘live Bas. 
SICK COMPANY, Bridgeport 2, Con. 
In Canada: Belle- 
ville, Ont. 62 


sorrerieee im 





Bassi CK i 


A Oivision OF 
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Hunter-Thomas Associates, 2130 
Keith Bidg., Cleveland 15, Ohio, 
business manager; NIDA, 1900 Arch 
St., Philadelphia 3, Pa., Robert C. 
Fernley, executive secretary; SIDA, 
712 Volunteer Bidg., Atlanta, Ga., 
E. L. Pugh, secretary-treasurer. 


National Garden Supply Dealer 
Shows, Jan. 13-15, at Kingsbridge 
Armory; hotel headquarters, Con- 
course Plaza Hotel, New York, N. Y. 
Sponsored by Garden Supply Mer- 
chandiser Mayazine, Baltimore, Md. 


National Housewares Exhibit, Jan. 17- 
24, at Navy Pier and Drill Hall, 
Chicago. Sponsored by the National 
Housewares Mfrs. Assn., 1140 Mer- 
chandise Mart, Chicago 54; Dolph 
Zapfel, executive secretary. 


National Sporting Goods Assn. Con- 
vention and Show, Feb. 3-7, at Hotel 
Morrison, Chicago. Sponsored by the 
National Sporting Goods Assn., 716 
Rush St., Chicago 11, Il. 


Toy Fair, The American, March 6-15. 
Temporary exhibits at Hotels New 
Yorker and Sheraton-McAlpin; per- 
manent exhibits at 200 Fifth Ave. 
and 1107 Broadway. Horatio D. 
Clark, Toy Mfrs. of the U. S. A.., 
Inc., 200 Fifth Ave., New York 10, 
N. Y. 


Regional Events 


Ace Hardware Corp., Chicago, 
Annual Convention 
Feb, 11-13, at Conrad Hilton Hotel, 
Chicago. Arthur Krausman, 
vention manager. 


33rd 
and Exhibit, 


con- 


American Hardware Supply Co., 
Pittsburgh, Annual Merchandise 
Fair and Stockholders’ Meeting, 
Jan. 28-29, at company office and 
warehouse, 41 Terminal Way, Pitts- 
burgh 19, Pa. 
W. Bingham Co., Cleveland, Spring 
Merchandise & Sporting Goods 
Show, Jan. 27-30, at company ware- 
house, 1278-98 W. Ninth St., Cleve- 
land, Ohio. 


Cotter & Co., Chicago, Annual Mer- 
chandise Show and Stoekholders’ 
Meeting, March 3-5, at company 
warehouse, 36 E. Illinois St., and 
Sheraton Hotel, Chicago. 


Gift Shows: Washington, Hotel Wil- 
lard, Jan. 27-30; Chieago, LaSalle 
Hotel and Palmer House, Feb. 3-14; 
New York, Hotel New Yorker and 
New York Trade Show Building, 
Feb. 24-March 1; Boston, Hote! 
Statler, March 4-8; 


Philadelphia, 





Hotel Benjamin Franklin, March 
17-20. George F. Little Management, 
220 Fifth Ave., New York 1, except 
Chicago Show, which is conducted 
by Eastern Mfrs. & Importers Ex- 
hibit, Ine., George F. Little, man- 
aging director. 


Hibbard, Spencer, Bartlett & Co., 2201 
W. Howard St., Evanston, Ill., 4th 
Annual Merchandise Show & Con- 


vention, Jan. 13-15, at company 
warehouse. 
Janney, Semple, Hill & Co., 22-26 


Second St. South, Minneapolis 1, 4th 
Annual Retailers’ Conference and 
Spring Market, Jan. 14-16. Meetings 
at Hotel Leamington, exhibits at 
North Star Bldg. 


Massachusetts Hardware Distributors, 


Inc., dealer-owne!’d wholesaler, 11 
Miller St.. Somerville, Mass., an- 
nual convention Jan. 7: annual 


Spring and Summer Show, Jan. 13. 
All sessions at Hotel Continental, 
Cambridge, Mass. 


Northern Wholesale Hardware Co., 
dealer-owned wholesaler, 805 N. W. 
Glisan St., Portland, Ore., annual 
Convention and Merchandise Show, 
Feb. 17-19, in Portland. 


Our Own Hardware Co., Minneapolis, 
Annual Stockholders’ Meeting and 
Merchandise Show, Feb. 11-13, at 
company offices and warehouse, 618 
N. Third St., Minneapolis. 


Southern Hardware Convention of the 
Southern Wholesale Hardware Assn. 
and the American Hardware Mfrs. 
Assn., April 7-11, Palm Beach, Fla. 
SWHA managing director, T. W. 
McAllister, 814 Metealf Bldg., Or- 
lando, Fla.; AHMA secretary, Ar- 
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Ked Taggs Merchandising Tips. 









‘This 
nationally known 
USS CYCLONE 


‘Red Tag™ 
LABEL 


HARDWARE 
PRODUCTS 





is your greatest business-booster!’’ 


When you display Cyclone Red Tag So, make sure that these products want. (That means Cyclone Lawn 
Hardware Products—and identify are given prominent space in your Fence and Gates, Flower Bed Bor- 
them with the well-known Cyclone store. And make doubly sure that der and Trellis, Cyclone Insect Wire 
Red Tag Label—you'll find that your they are clearly marked with the Screening—Galvanized, Bronze, and 
sales will take a big spurt. That’s be- sales-producing “Red Tag”’ label. Aluminum — Cyclone Hardware 
cause these products are recognized Meanwhile, check your stock of Cloth, Cyclone Catch-All Baskets, 
and accepted everywhere as the high- these hardware products. Don’t run and Cyclone Flexible Steel Mats. ) 

est quality and most dependable line the risk of losing a sale because you If you don’t have all these items, 


on the market. don’t have the items your customers contact your Cyclone jobber now! 


CYCLONE FENCE DEPT., AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL CORPORATION 
WAUKEGAN, ILLINOIS « SALES OFFICES COAST-TO-COAST » UNITED STATES STEEL EXPORT COMPANY, NEW YORK 
PACIFIC COAST HEADQUARTERS—OAKLAND, CALIF. 


‘Aw 

N 

ha Ww ENC 
c\O got’* CE 


t it 


* UF 
ye™ f 


gow wee! ° = = Weld, ATES 
A e ail : <9 
none" USS CYCLONE ‘ren 
e Red Tag 


Hardware Products 


Py 


i 


FLEXIBLE STEEL MATS 


Clean Better-Last Longer 
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Wuen you stock the Greener 
line, you can be sure that you have 
tools of inherently outstanding value 
and excellence. You can be sure, also, 
that you have a reliable source upon 
which you can always depend. 


For nearly $0 years this firm has been 
famous for fine products. It is equipped 
with the best of modern production 
machinery and factory facilities... 
uses Only the finest grades of materials 
for its tools...employs highly ex- 
perienced craftsmen to produce them. 


And each year finds more new develop- 
ments in work at Greenies, New pro- 
duct improvements, better packaging, 
consistent national advertising — all 
designed to make this a top selling line 
for you, Ali are reasons mt th it pays to 
stock and build extra volume with 
GREENLEE . . . a progressive, bighly de- 
pendable source for you. 





GREENLEE 





STOCKED BY LEADING WHOLESALERS 


GREENLEE TOOL CO., 1812 HERBERT AVE., ROCKFORD, ILL.. U.S.A. 
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GREENLEE 


your highly dependable source 
of fine hand tools 
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thur L. Faubel, 342 Madison Ave., 
New York 17. 


Wiseo Hardware Co., dealer - owned 
Wholesaler of Madison, Wis., annual 
merchandising school and Sales 
Show, Jan. 28-29, at company head- 
quarters, 15 8S. Brearly, Madison. 


State Events 


Alabama Retail Hardware Assn. (on- 
vention, Feb. 10-12, 1957. Sessions 
and exhibit at State Coliseum, hotel! 
headquarters Whitley & Jefferson 
Davis Hotels, Montgomery, Charles 
Giles, 409 N. 23rd St., Birming- 
ham 3. 


Arkansas Retail Hardware Assn. Con- 
vention, Feb. 17-18, 1957. Sessions 
and exhibit at Robinson Audito- 
rium, hotel headquarters Marion 
Hotel, Little Rock. J. Wayne Tis- 
dale, 908 Rector Bldg., Little Rock. 


California Retail Hardware Assn. Con- 
vention, Feb. 10-13, 1937. Sessions, 
exhibit and hotel headquarters at 
Fairmont Hotel, San Francisco. 
Kreuger B. Jacobsen, 122 Ninth St., 
San Francisco 3. 


Connecticut Hardware Assn. Conven- 
tion, Feb. 6, 1957. Sessions and hotel 
headquarters at Statler Hotel, Hart- 
ford. Ned Russell, Harris Hard- 
ware, Southport. 


Hardware Assen. of the Carolinas Con- 
vention, Feb. 19-21, 1957. Sessions 
and exhibit at Radio City Audito- 
rium, hotel headquarters Charlotte 
Hotel, Charlotte, N. C. Martin F. 
Kaelke, managing director, P. O. 
Box 6215, Charlotte 7, N. C. 


Illinois Retail Hardware Assn. Con- 
vention & Trade Show, Jan. 6-8, 
1957. Sessions and hotel headquar- 
ters at Pere Marquette Hotel, ex- 
hibit at Armory, Peoria. William 
F. Ewert, 1194 Merchandise Mart, 
Chicago 54. 


Indiana Retail Hardware Assn. Con- 
vention, Jan. 29-31, 1957. Sessions 
and exhibit at Morat Temple; hotel 
headquarters Sheraten-Lincoln Ho- 
tel, Indianapolis. W. J. Sheely, 964 
N. Pennsylvania St., Indianapolis 4. 


Intermountain Assen. of Hardware & 
Implement Dealers Convention, Jan. 
90-22, 1957. Sessions and hotel head- 
quarters at Hotel Utah, Salt Lake 
City, Utah. Leon L. Weeks, 308 Con- 
tinental Bank Bldg., Boise, Idaho. 


lowa Retail Hardware Asen. Conven- 
tion and lowa Hardware & Appli- 
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THE FASTEST SELLER | Z 


| FOR YOU | 
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CHAN yy, LOCK 
: No. 420 


For a longer profit per sale...SELL QUALITY 


7 





4/ 


SELL THE COMPLETE CHANNELLOCK LINE 


No other plier does so many jobs so well as a 

: Channellock 420, That’s why every year more and more 

householders ... as well as mechanics ... buy Chan- 

| nellocks, Cash in on this growing popularity. Put these 

| handy pliers out front for your customers to see... 

| reach for... and try. You'll be pleasantly surprised 
how many times they'll tell you to wrap it up. Channel- 
lock’s increasing sales record proves that. So make the 
Channellock line your plier line... and let the Chan- 

nellock 420 lead the profit parade in your store. 
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| CHANNELLOCK BCU Cntr: 
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CHAMPION DEARMENT TOOL COMPANY 
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Here’s your guide to BIG 
POWER TOOL PROFITS! 





, da ‘. 
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New DELTA Profit Guide 
Make 1957 Your Biggest Profit Year! 


DELTA can be your BIG PROFIT LINE, and 
this new book tells how and why. It gives it to 
you straight—-plain dollars and cents reasons that 
add up on your cash register. Get a copy from your 
Delta Hardware Wholesaler. or send the coupon 
right now. It can mean bigger profits for years 
to come! 





Mail coupon for free 
Delta Profit Guide 

















Delta Power Tool Division, Rockwell Manufacturing Co. 
BE 680M N. Lexington Ave., Pittsburgh 8, Pa. 

| | Please send new guide: “Why Delta Can Be Your Big Profit Line.” 
[ | Please send names of my necrest Delta Hardware Wholesalers. 
















Nome. Title 
Company 
Address. 





RR mr County. 
F another product by 


ROCKWELL 
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ance Buyers Show, Feb. 5-8, 1957. 
Sessions and exhibit at New Vet- 
erans Memorial Auditorium; hotel 
headquarters Hotel! Savery, Des 
Moines. Philip R. Jacobson, 520 W. 
36th St., Des Moines 12. 


Kentucky Retail Hardware Assn. Con- 
vention, Feb. 19-21, 1957. Sessions, 
exhibit and hotel headquarters at 
Kentucky Hotel, Louisville. Edward 
Keiley, 501 Republic Bidg., Louis- 
ville 2. 


Minnesota Retail Hardware Assn. Con- 
vention, Jan. 22-24, 1957. Sessions 
and hotel headquarters at Curtis 
Hotel, exhibit at Minneapolis Audi- 
torium, Minneapolis. C. J. Christo- 
pher, 3033 Excelsior Blvd., Minne- 
apolis 4. 


Mountain States Hardware & Imple- 
ment Assn. Convention, Jan. 22-24, 
1957. Sessions and hotel headquar- 
ters at Cosmopolitan Hotel, Denver, 
Colo. Francis W. Reich, P. O. Box 
73, Boulder, Colo. 


Nebraska Retail Hardware Assn. Con- 
vention, Feb. 12-14, 1957. Sessions 
and exhibit at Omaha City Audi- 
torium; hotel headquarters, Fon- 
tenelle Hotel, Omaha. C. A. McCoy, 
825 Insurance Bidg., Lincoln &. 


New York State Retail Hardware 
Assn. Convention, Feb. 4-6, 1957. 
Session» and hotel headquarters at 
Hotel Statler; exhibit at Memorial 
Auditorium, Buffalo. Nicholas H. 
Kiley, Hills Bldg., Syracuse 2. 


North Coast Retail Hardware Assn. 
Convention, Feb. 3-5, 1957. Hote! 
headquarters New Washington Ho- 
tel, sessions and exhibit at Senator 
Auditorium, Seattle, Wash. Martin 
W. Danko, Route 12, Box 109, Fife 
Sq., Tacoma, Wash, 


North Dakota Retail Hardware Asan. 
Convention, Jan. 15-16, 1957. Ses- 
sions, exhibit and hotel headquar 
ters at Graver Hotel, Fargo. Miss 
E. J. MeGrann, 54% Broadway, 
Fargo. 


Ohio Hardware Assen. Convention, 
Feb. 11-13, 1957. Sessions and ho- 
tel headquarters at Hotel Cleveland, 
exhibit at Cleveland Public Audi- 
torium, Cleveland. John B. Conk- 
lin, 198 S. High St., Columbus 15. 


Oklahoma Hardware & Implement 
Assn. Convention, Feb. 3-6, 1957. 
Sessions and exhibit at State Fair 
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Built-in, accurate, unbreakable level with easy- 
view bubble. 

Accurate square, easy to use. 

Full 10 foot, replaceable, WYTEFACE® tape 
rule. Sliding end-hook makes inside and out- 
side measurements accurate. 


Rugged die-cast case with long-life chrome 
plated finish. 






1.98 


shipping weight 2 lbs. 14 ozs. 


per display box 
of six” 





“price only 






Shipping weight 2 Ibs. 14 oz. 
Made by K & E, mokers of instruments of precision since 1867 












= 
KK = KEUFFEL & ESSER CO. 


display box of 6 HOBOKEN, N. J. 
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Grounds; hotel headquarters Skir- 
vin Hotel, Oklahoma City. Aaron 
Gritzmaker, 512 Midwest Bldg., 
Oklahoma City. 





Pacific Northwest Hardware & Im- 
plement Assn. Convention, Jan. 27- 
29, 1957. Hotel headquarters and 
sessions at Davenport Hotel, Spo- 
kane, Wash. J. Malcolm Smith, 210 
Empire State Bidg., Spokane 1, 
W ash. 














_. and the reason is that UNION 
offers the most complete line of 
Tool Chests and Tackle Boxes 
available today. And customers 
always get just what they want 
when they buy UNION. That's 
because the UNION line offers 
all of the wanted features and a 
wide range of styles, sizes and 
prices to meet practically every 
customer requirement 


Sell Your Customers 
what they want... 


SELL THEM UNION! 


Pennsylvania & Atlantic Seaboard 
Hardware Assn. Convention, Jan. 
9-31, 1957. Sessions and exhibit at 
Convention Hall; hotel headquarters 
Penn Sherwood Hotel, Philadelphia. 
L. W. Jenness, 707-710, 1616 Wal. 


nut St., Philadelphia 3. 


Tennessee Retail Hardware Assn. 
Convention, Jan. 27-29, 1957. Ses- 
sions, exhibit and hotel headquar- 
ters at Hotel Chisea, Memphis. 
Morris Jones, P. O. Box 784, Nash- 

STEEL CHES! CORP ville 

JOBGERS! DEALERS! —— ee 

Write for catalogs and prices cov 

ering the complete UNION line 

including the ALL-NEW MT-7 

MACHINIST'S CHEST 





R OY N ew Yo rk Texas Hardware & Implement Assn. 

¥ Convention, Jan. 27-30, 1957. Ses- 
sions, exhibit and hotel headquarters 
at Shamrock Hilton, Houston. R. M. 
Souder, 1108 Gibraltar Life Bldg., 
Dallas 2. 





Tri-State Hardware & Implement 
Assn. Convention, Feb. 10-12, 1957. 
Sessions, exhibit and hotel head- 
quarters at Herring Hotel, Ama- 
rillo, Texas. R. B. Allen, executive 
secretary, 1408 4th Ave., Canyon, 
Texas, 


Virginia Retail Hardware Assn. Con- 


SQUARESPRAY vention, Feb. 10-12, 1957. Sessions, 
Famous model 433. It gets the cor- exhibit and hotel headquarters al 
ners. Hookup in tandem or use to Hotel Roanoks, Roanoke. G. 7 
fertilize while you water, $2.95. OQmohundro. Jr.. Seotteville. 


“W WATERSPIKE 


Amazing model 553 
4 way wotering de 
' vice. Weters over 
head or tlio valve fer 
sub.-surfece irri 
gation directty 





¥ 
_ 


Western Retail Implement & Hard- 
ware Assn. Convention, Jan. 7-9, 
1957. Sessions and exhibit at Audi 
torium; hotel headquarters Hotel 

fe roots President, Kansas City , Mo. J. 


with this TRANSPARENT seein Keith Melvin. 688-40 W. 39th St.. 


WATERFEEDER Kansas City 11, Mo 
“PA 








Medel 954. Appliceter for cartridge 
type fertilizers. Alfteches easily te 


fovcet or hese. Use ony wotering de- W est Virginia Hardware Assn. Con- 
vice. Fertilize while : . an —_— ’ ’ 
you woter. $1.99 vention, Feb. 17-19, 1957. Sessions 











® EYE-APPEALING aie ; y WATERFEED exhibit and hotel headquarters at 
® BUY-APPEALING , yy SS ee. cae Daniel Boone Hotel, Charleston. 
cartrid ’ : . *: s “4 
© PREPRICED 2 FOR 156 4 Wiser. 2 formulae James C. Fielding, 1628 McClung 
' om St... Charleston |! " 
Ste the = 40-10. Ne town . 
ic Ca dies” ge oo burn Bova sa 
i ae . This con- aon A Pt Wisconsin Retail Hardware Asan. 
venient, aaa rae ope is o in buth pack Gaavention. Web. 6-7. 1087. Becsiens 
roven, swre-Tire stop > ' 
» — ae ail and exhibit at Milwaukee Auditor 
oan PROEN 


ium-Arena, hotel headquarters 


PRODUCTS CO. Schroeder Hotel, Milwaukee. H. A. 


Sth & GRAYSON + BERKELEY 10 - CALIFORNIA ) Lewis. Stevens 





Point 
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DoG-Alip crass sHear 


A quality tool. Easy, up and down 
action. Serrated, thru-hardened, hi- 
carbon steel blades. Neat display 



















Do6-KAlip sweer Lone 


HANDLE GRASS SHEAR 


. New deluxe model with 
carton, 6 to a shipping carton. chrome handles, green 


shaft and chrome foot 


piece, an addition to Pre 


our regular DK-303 
long handle. Two 














wheel assembly. 
Extremely easy to 
use. New, nar 
row, hi-carbon, 
hollow qround Model DK-1414 
steel blade. 
— y Packed 4 toa 
Do0o-Aijp crass sHEar se + vate 


carton. 








~~ 


es 
ee ae 


LAZY SUSAN COUNTER DISPLAY 


New Lazy Susan display puts merchandise at point-of 
sale. FREE with unit purchase of: 3 DK-101 grass shears; 
6 DK-202 Super graas shears; 6 DK-207 grass shears; 
and 3 DK-909 grass shears. 


A Doo-Klip favorite. Hollow ground, 
thru-hardened, polished blades. Ex- 
tra strong handle and assembly. 
Thumb lock. Individual car- 


tons. 6 to a shipping ij 


Model / 
DK-301 


Super 


carton. 








FLOOR DISPLAY 


Doo-Klip favorites in 


Doo-KAijp weoce suear 


Best designed hedge shear on the 
market. Scalloped edge blade pro- 
gressively feeds hedge into 
shear. Hollow ground, hi-car- 
bon, thru-hardened blades. 
Lightweight wooden 
handles. 3 to a ship- 
ping carton. 


one convenient spot 
Extra stock in base. 
FREE with unit pur 
chase of: 3 DK-101 
grass shears: 3 DK-202 
super grass shears; 3 
DK-207 grass shears; 3 
DK-909 grass shears: 2 
DK-301 Super longa 
handle grass shears; 2 
Model DK-505 DK-303 long handle 
grass shears; 2 DK-404 
pruners; and 2 DK-505 
hedge shears 














hi AND MANUFACTURING CO. 
Ss, P PSSar yi wae) jie 
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WHAT'S NEW 








® For more information on these products and services 
use free post card on page 83. 


(Continued from page 13) 
locksets in either standard or Bel 
Air models. Most conversions re- 
quire only a brace, bit and screw- 
driver. Kit, with locksets, retails 
from $6.75 for the passage outfit 
to $11 for the entry outfit. Avail- 
able in these finishes: polished 
brass, satin brass, satin bronze, 
polished chrome and satin chrome. 
Kit alone lists from $4 to $4.40. 
Includes template, instructions, two 
7% x 3 in. trim plates, a 1 x 5 in. 
strike plate, a 1 x 6 in, latch plate. 
Kwikset Locka, Ince. 


For more data circle No. 9 on posteard, p. 83 


Cylindrical lockset designs 


These two cylindrical locksets 
are styled for use with modern ar- 


chitecture, Both the Chalice (top) 





and the Melody are made of cast 
metals for heavy-duty applications 
and wrought metals for standard 
uses. Each lockset is made in unit 
lock models of cast brass, bronze 
or aluminum. P & F Corbin Div., 
American Hardware Corp. 

Per more data circle Neo. 10 on posteard, p. 83 


Hand arass shear models 


These latest Snap-Cut hand 
grass shear models feature a ten- 
sion bar that holds the blades in 
correct tension for cutting. The 








two models are identical except for 
the handles. No. 1207 has plastic 
covered grips in bright orange, re- 
tails at $2.50. No. 207 has pressed 


steel painted handles, retails for 


$2.25. The name Snap-Cut has 
been extended to designate selected 
shears in the line in addition to 
the original hand pruning shears. 
These include grass shears, hedge 
shears, loppers and a tree pruner. 
Seymour Smith & Son, Ine. 


For more data circle No. 11 on postcard, p. 83 


Extension flush bol? series 


Delayed bolt action is a feature 
of the Ives extension flush bolt. 
Feather touch lever action provides 
40 degrees of finger grip space be- 
fore bolt is actuated. Lever snaps 
flush automatically within a 40 de- 
gree angle of the face. Series 257 
face size is 6-54 x 1% in. series 258 
is 6-% x 1 in. Both series have % 
in. square heads with backset rods 





11/16 in. Available in anodized 
aluminum and solid brass, all 
standard finishes. H. B. lves Co. 


Por more data circle No. 12 on postcard, p. *4 


Direct copper connections 

This company’s line of diverters, 
tub fillers and shower valve sets 
are now being made with a direct 
copper connection. The solid cop- 
per connection replaces the copper 
union connection and is available 
at reduced price. Harcraft Brass. 
For more data circle Neo. 13 on posteard, p. 83 


Spray painting outfits 


Professional features are offered 
in these economy versions of large 
scale spray painting outfits. The 
4 outfits spray all commonly used 
materials. The P-QGA cup spray 
gun with NCE compressor is used 
where small quantities of material 
are to be sprayed. A second outfit, 
the NCE compressor with a 2-gal 
pressure tank, hose and P-CGA 
pressure gun is for larger jobs. 





Both outfits available with or with- 
P-QGA gun 
has a quart cup and is used for 
general work. P-CGA spray gun is 
a combination model for suction 
and pressure feed. DeVilbiss Co. 


out compressor motor. 


For more data circle No. 14 on posteard, p. 33 


Self-contained water system 

This water system features a 
self - priming combined 
with a tank pump design. 
Super-Prime Econojet is built for 
shallow well use. The entire unit is 
30 in. long, 10 in. wide and has a 
790 gph capacity with a suction lift 
of 10 ft and 420 gph capacity at 
25 ft suction lift. The water sys- 


operation 


over 
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CHOICE 








aaa Wire 
and Cord Sefs 


ROYAL 


ELECTRIC | 








QUALITY CORDS FOR EVERY NEED! QUALITY WIRE THAT PAYS OFFI 

Stock up now from America’s most complete line of For extra sales .. . satisfied customers... . feature a 

household extension, appliance, and replacement cords. complete selection of Royal lamp, fixture and portable 

Royal 2 and 3-Conductor Heavy Duty “Powr-Kord” cords on the famous orange and blue spools. Popular 

Extensions in all popular lengths from 10’ to 150°... . No. 2 Wire Assortment Merchandiser provides a com- 

available in red and black. All UL listed. plete wire department in less than 2 feet of space. 
SELL MORE... MAKE MORE! STOCK THE 


of 





ROYAL ELECTRIC LINE NOW! ASK YOUR 


NUNS WHOLESALER OR WRITE FOR CATALOG 


ROYAL ELECTRIC COMPANY, INC, 


PAWTUCKET *© 8HODE ISLAND 
Menvutecturers of WIRE * CORD SETS + FUSES + WIRING DEVICES 
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WHAT’S NEW 








tem is available in \% and % hp 
sizes. Both models are base mounted 
with a 10-gal tank on top of pump 





with air volume control, pressure 
switch and translucent air separa- 
tor. Barnes Mfg. Co. 


Vor more data circle No. 15 on posteard, p. 83 


Tilting arbor circular saw 


Professional craftamen will be 
interested in this Model 100 Darra- 





James 10 in. tilting arbor circular 
saw. It cuts to a depth of 3%%-in. 
Two table extensions, miter gage, 
miter gage extension rods, fence, 
guide bar, spring tension motor 
mounting and a 10 in. combination 
blade are furnished with the saw. 
Toolkraft Corp. 


Per more data circle Neo. 16 on postcard, p. 83 


Shop dust exhaust system 


Home workshop owners will be 
interested in this dust exhaust sys- 
tem. The unit is easily attached 
to any workshop tool and easily 
moved from one to another. The 


DERRRELE REALE LLL ELR LLL LLELLLELELLLLLL Lilia. 








“% hp motor provides enough power 
to pick up nuts and bolts as well 
as dust. Thirteen accessories are 
available which increase the sys- 
tem’s versatility. Retails for $79.95. 
Delta Power Tool Div. Rockwell 
Mfg. Co. 


For more data circle No. 17 on posteard, p. 83 


Marine safety products line 
This company’s 1957 line of ma- 
rine safety products is shown in a 
6-page folder. Illustrations of the 
new line are in color with pertinent 
fact such as colors, style, 
shipping weights, and so on being 
listed. Products listed include life 
vests, boat cushions, motor covers, 
ring buoys and boat fenders, life 
rafts, boat covers and marine caps. 
American Pad & Textile Co. 
For more data circle No. 18 on posteard, p. 83 


size, 


Outdoor barbecue braziers 


Amateur outdoor chefs will be 
customers for this line of barbecue 





braziers, a new field for this man- 
ufacturer. Eight models range in 
price from $9.95 to $59.95. The all 
steel units have rotatable grills of 
chrome plated welded wire and can 
be raised by a crank. Firebowls 
are satin-black finished. Legs are 


: 


tripod style in black or chrome. 
Seven models have wheels, six with 
semi-pneumatic Top model 
(illustrated) has a 24 in. firebowl, 


tires. 


steel hood. and a motor driven 
rotisserie spit. Arvin Industries, 
Inc. 


Por more data circle No. 19 on posteard, p. 54 


Sponge rubber sanding pad 


This 3M sponge rubber sanding 
pad mounts on a %4 in. drill and 
uses 6 in. centerless coated abra- 
sive discs. Pad is also available 





in an 8 in. (% in. arbor size) for 
use with portable grinders. Pads 
come three, plus adhesive, to a dis- 
play. A companion display of 6 in. 
centerless paper discs includes 20 
packs of discs. Discs for the 8 in. 
pad come in grits from 80 to 240. 
Minnesota Mining and Mfg. Co. 


Por more data circle No. 26 on posteard, p. 53 


Hedge and lopping shears 


This company has added two 
shears to its line of Rocket tools. 
No. ATL6 ladies’ size Rocket hedge 
shear (illustrated) has 6% in. 
polished blades with the lower blade 





(Continued on page 86) 
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CHECK CARD 


AN EXTRA 
HARDWARE AGE SERVICE 


A successful hardware dealer keeps up to date on 
What's New in merchandise. The Quick Check 
Card on the bottom of this page will help you get 
more information on new products described in this 
issue, quickly and easily. HARDWARE AGE brings 
you more new product descriptions than any other 
magazine. The Quick Check Card service will now 
get you all the information you need, quickly. 









































FIRST CLASS 
PERMIT NO. 
(Sec. 4.9 P.LAR) 
New York N.Y 











BUSINESS REPLY CARD 


No postege necessary 1 mealied in the United States 



























































POSTAGE Witt 868 PAID BY 


HARDWARE AGE 


Please use this P. O. Post Office Box 60 
Box Address for Quick hens Station 
Check Cards Only NEW YORK 14, WN. Y. 





Postcard valid § weeks only. Atier thet use own letterheod fully describing item wanted 12/6/54 


Please send me further information on the WHAT'S NEW items, code numbers 
for which | have circled below. 
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Here is Your Quick Check Card 


What it is... How it works 


®@ Each issue brings you dozens of descriptions of new products, new dis- 
ploys, etc., in the “What's New" columns. You get more of these in 
HARDWARE AGE than in any other magazine. 














® When you want more free information on any of these products, simply 
wate mark a circle around the same number on the post card as appears 
| | ! under the individual item description. 

i 





| | @ Drop the post card in the mail box. No postage is needed. You will 
| | quickly receive, free, complete details on the product from the manufac- 

| turer. You may circle as many items as you wish. Separate information 
iid will be sent you on each item. 











@ Be sure to give your full name and address on the post card. Print or type 
it clearly. Ws cannot service post cards with incomplete addresses. 
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FIRST CLASS 
PERMIT NO. 
(Sec. 4.9 P.L.ER.) 
New York, N.Y, 








BUSINESS REPLY CARD 


Ne pestege secessery if mailed in the United Stotes 













































































POSTAGE Witt BE PAID BY 


HARDWARE AGE 


Post Office Box 60 
Village Station 
NEW YORK 14, N. Y. 


Please use this P O 
Box Address for Quick 
Check Cards Only 











/ liding Door 


LO) [* 
OTT nrnivare 





Designed exclusively for smart 
interiors — the modern, floor-space 
saver which allows doors to by-pass 
each other or slide into their own 
recessed pocket. 


More artistic placement of furniture 
and wall decorations are now possible 
with this streamlined, modern method 
of door manipulation serving connect- 
ing rooms, wardrobes and closets in 
both the home and the office. 















Pi angers have large 1% 
inch Nylon wheels that 
travel further with fewer 
revolutions — faster — 
Peasier and quieter. 
Hangers are made in 
both single and double 
wheel styles with dis- 
_finctive adjustment 
eatures. 


nae: 


Both hangers and track serve every thickness of door. 
Special floor guides, bumpers and pulls have been 
designed to serve these new-type sliding doors. Track 
is available in 44, 56, 60, 68 and 92 inch lengths. 


e 


MANUFACTURING CO. 


Sterling, Illinois 
HARDWARE AGE, DECEMBER 6, 1956 

































































RED GIANTS 


@ Styled by a leading industrial 
designer, Milwaukee Red Giants 
are loaded with consumer appeal 
Great gifts for Dads... and boys 
just starting a hobby set of tools 
Check these buy-appealing fea 
tures: Accurately machined, rug. 
ged vise screw; replaceable face 
jaws; large anvil surface; pipe 
jaws; 180° swivel; vivid red en- 
amel finish; 2 models, No, 807 
with 4” jaws, No. 808 with 5” 
jaws. Both priced right for vol. 
ume sales. 


Write about Red Giants ond 6 other 
vises in line, Atk, too, how you con get 
on attractive 6-vise display FREE. 


@ We. 600 
2% inches® 





@ Ne. 700 
3 inches® 





®& We, 805 
3, inches® 





@ Noe. 606 
4 inches® 





@ We. 622 
3% inches® 

@ We. 623 
4\ inches® 
*jaw width 


MILWAUKEE TOOL 
& EQUIPMENT CO. 


2790 S$. 29th Street «+ Milwaukee 4, Wisconsin 





Bu 





WHAT'S NEW 


(Continued from page 82) 





serrated. Packed four to a carton. 
No. AlOl Rocket vineyard and 
shrub lopping shear is 21 in. over- 
all with hook and blade of cutlery 
steel. Packed four to a 
True Temper Corp. 


carton. 


Por more data circle No. 21 on posteard, p. 83 


Anti-freeze water hydrants 


These two models of the Vari- 
Flo anti-freeze water hydrants 


feature a leakproof packing gland. 
Stainless steel control resist 
and corrosion where the rod 
contacts the packing gland. Gland 
requires no adjustment. Model B- 
56, 1 in. and Model F-55, % in 
available in the new design. 
The % in. for 


rods 
rust 


are 


is threaded 


unit 











standard hose 


for % in. 
model, Columbiana Pump. Co. 


garden hose. A 


adaptor is available 


Por more data circle No. 22 on posteard, p. 83 


Self-propelied rotary mower 
Here is a power mower that is 

started by lifting the handle and 

lowering 


stopped by the handle. 





Eversharp Model 146 is a 22 in. 
self propelled rotary lawn mower. 
Power control is on the handle. The 
unit is powered by a 4 cycle 2-%% 
hp briggs 
with recoil starter. Retails 

$129.50. Midwest Mower Corp. 


Por more data circle No 


and Stratton engine 


for 
23 on postcard, p. 53 
Organic lawn fertilizer 


Here is an 
that has 


organic lawn food 
heen added to the Earth 





Carpet line of lawn products. Earth 
Carpet Organic is a 100 
organic material with soil condi- 
tioning properties. L. Teweles Seed 
Co. 


For more data circle No. 24 on posteard, p. 83 


percent 


Gasoline powered chain saw 


Professional woodcutters will be 
for this lightweight 
chain saw. The Big Six is powered 
by a 6 hp engine combined with a 


customers 





2:1 gear driven transmission. This 
combination provides fast cutting 
without excessive wear on the bar 
and chain. Lancaste) and 
Mfa. Co., Ine. 


For more data circle No. 25 on posteard, p. 83 


Pump 


Repair parts cabinet deal 

The SPC 10 parts cabinet comes 
complete with 110 items most fre- 
quently required for servicing 
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MERCHANDISE WELL-DISPLAYED IS HALF SOLD! 


1 Catch the eye of browsers... they buy quicker what they see! 


2 Order from your jobber these sales-promoting Millers Falls displays... at no extra cost! 





Ne. 85685 Screw Driver Displey 
This hang-up or stand-up metal rack 
will initiate impulse sales of the 
finest line of screw drivers made 
Assortment of 56 of the quality 
No. 850 Series of drivers, in most 
demanded styles and lengths 


$52.86 List 


Ne. 6565 Screw Driver Display 
A compact, colorful counter or wall 
display for the No. 650 Series of 
popularly priced Millers Falls screw 
drivers. Handy, “take your pick’ 
sales aid includes 59 drivers in 11 
different styles ond sizes. 


$34.50 List 





Ne. 1006 
Automatic Drill Display 
Eye-catching wood stand that dis 
plays three, and cks three more, 
justly famous Millers Falls No. 100 
Drills. Each drill handle contains 
eight points in unique magozire 
compartment $33. List 


Ne. 825 Nail Set Displey 
A compact unit that does ao big job 
of boosting sales of the No 800 
Series Molybdenum Alloy Noi! Sets 
Attractive styling to attract buying 
Supplied with 3 dozen nail sets 
$12.95 List 








Ne. 4100 Countersink and 
Screw Driver Bit Displey 
i te sturdy little stand that wil! 
stimulate many ‘impulse’ sales for 
these small items. Lacquered wood 
base, masonite back panel. With 18 
assorted countersink ond 6 screw 


driver bits. $17.50 List 





Ne. 550 “Tuf-Fiex’’* 
Blade Display 
Features super-flexible, super-tough, 
special alloy “‘Tuf-Plex’’ hacksaw 
blades. Easy-to-read pitch markings 
encovrage self-service, extra sales 
Corplete with 50 12” and 30 10” 
blades $16.95 List 





Neo. 333 Utility Knife Display 
Attractive sales-builder box of six 
individvally-packaged Millers Falls 
Utility Knives. They're the handy 
razor edge knives of 1001 uses for 
home and business.’ A dandy ‘‘re 
minder’ display $6.00 List 


Neo. 5904 Torpede Level Display 
Will do a beng vp merchandising 
job for you on this best-selling 
money maker — the famous Millers 
Falls No. 590 Torpedo Level. Dis 
play back points ovt features. Four 
levels per unit $9.20 List 








No. 3304 Medel and 
Patternmakers Piane Display 
A greot self-selling disploy of the 
No. 33 Block Plane. just the thing 
to catch the eye of modeimakers, 
hobbyists, craftsmen, homeowners 

and moke them buy. With four 


planes 


$4.75 List 











No. 294 Avutomati« 
Screw Driver Displey 
Unique, operating display. Lets 
customers actually try the Ne. 29 
Automatic Screw Driver. Real busi 
ness-builder for this high quality 
Millers Falls spiral em od driver 


Supplied with four drivers, | set of 


$15.50 List 


attachments 











Ne. 725 Nest-of-Sews Display 
One of the fastest sellers we've 
ever introduced. Customers just pick 
vp the cord. Gives you meximum 
display with minimum sales effort 


A great turnover item. 


$3.25 List 











Ne. 466 Giass Cutter Displey 
Striking, attention-orresting, full 
view display of new Millers Falls 
No. 66 Carbide Wheel Giess Cutter 
Snugly nests four cutters, each in 
handy plastic pocket case 

$9.00 List 








MILLERS FALLS 








For full information on the mony 
Free Millers Falls Merchandising 
Displays, see your jobber or write 


MILLERS FALLS COMPANY 


Dept. HA-18 
Greenfield, Mass. 


TOOLS 
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T’S NEW X 





® For more information on these products and services 
use free post card on page 83. 





Porter-Cable power tools. The parts 
assortment selling price covers costs 
plus a 34 percent profit. Cabinet is 
256’. in. long, 12% in. high and 
11% In. deep. The gray steel unit 
carries a selling message on the 
side. Each drawer is labeled, each 
bin is indexed. Porter-Cable Ma- 
chine Co, 


Vor more data circle No. 26 on posteard, p. 83 


Mower riding attachment 


Here is a riding attachment for 
the 24 in, Estate power mower. 
The attachment, Model 62E, is 


bef 





close coupled to the mower placing 
the operator over the mower. This 
feature permits greater maneuver 
ability and helps cover large areas 
in less time. Jacobsen Mfg. Co, 


For more data circle Ne. 27 on pesteard, p. 85 


Four low-cost chain saws 


Two precision geared and two 
direct drive chain saws introduced 
by this company feature a_ top- 


quality guide bar and streamlined 


design. Geared saws include the 


Series 3700 with 700-fpm chain 
speed, and the Series 3600 with a 
1400-fpm chain speed. Bar lengths 
are 14, 20, 24 and 30 in. Direct 
drive saws include Series 3400 with 
2-position float feed carburetor and 





Series 3500 with all-position fuel 
pump carburetor. Bar lengths are 
14, 20 and 24 in. Bolens Products 
Div. 


For more data circle No. 24 on posteard, p. 83 


Single lamp infrared brooder 

This single lamp infrared brooder 
is for broods of 80 to 100 chicks. 
It is used also for supplying heat 
for young livestock. A 10% in. 
diameter hood plus a sturdy bottom 
guard protects the lamp against 
accidental breakage. Steber Mfg. 
Co. 


For mere data circle No. 29 on postcard, p. 83 


Brush, push broom special 

This company is offering three 
new items at special prices for 
Hardware Week. The Spinning- 
Sudsing fountain brush, No. 5647, 
features a built in suds chamber, 
automatic shut-off gasket and a 3 
ft handle with vinyl hand grip. 
Special price $4.98. Household push 
broom No. 5640, with black Em- 
prene bristles is intended for all 
around use, Outdoor push broom 






No. 5639, has red-brown Emprene 
bristles, is for rough surfaces. Both 
14 in brooms are specially priced 
at $2.19. Empire Brushes, Ine. 


For more data circle No. 30 on postcard, p. 83 


Modern design baby scale 

New parents will be customers 
for this modern design infant scale. 
Features include a tilted white-on 
black weight reading bar, easily 
operated weight indicators and 
compensator, scale lock and com- 
pletely enclosed mechanism. The 
borg-Seca scale has an ivory baked 
enamel finish and a capacity of 32 





lb with the ounce scale graduated 
by ‘4 oz. Weighs about 14 lb. Borg- 
Erickson Corp. 


For more data circle No. 31 on postcard, p. 83 


V shaped pulls and knobs 

Here is a line of modern de- 
sign die cast V 
pulls and diecast 


shaped cabinet 
beveled edge 
knobs. Both types are available 
in Mirro-chrome, satin chrome, 
polished or satin copper, black, 
polished or satin brass and 
satin bronze. Beveled edge, con- 
cave and flat backplates for the 
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AMERICA'S FASTEST SELLER 
BECAUSE IT'S SUPERIOR TO ALL | 


CAULK COMPOUNDS! 


tile, tubs, marble, | 
wooed and walls. Ii- 
lustrations on smart 
3 color, yellow white | 
and biue display box 
end explains 


























Leis 


BATIOMALLY 
ABVERTISED 


THE 
SNOW WHITE 
PLASTIC 
IN A TUBE 





PROVEN 
THROUGH 
THE YEARS... 
A REALLY 
PERMANENT 


TUB andi-7" 
TILE : 
CAULK ...... 


Waterproof, recommended 
by leading tile craftsmen, 
sever turns yellow. See| only 
your jobber or write direct 
for FREE SAMPLE and Iit- 


atu d pri 19¢ 


A tew choice territories still available. 


DE WITT PRODUCTS CO. 
5860 PLUMER ST. + DETROIT 9, MICH. 












Retail 


















HEAVILY 
GALVANIZED 


EE yNIFORM 


— 











STRONG 


and 
STRAIGHT 








Yes, Wright Hexagonal Netting ts 
strong and straight. Made from 
wires drawn in the Wright plant 
and woven with great care on 
power looms. The result: even 
mesh and straight selvage. 
Brightly galvanized. Wright 
Hexagonal Netting, which is 
identified by the famous 
rooster trade mark, isthe high 

standard of the industry. 








WORCESTER, MASSACHUSETTS 


at 
WRIGHT 
= 
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»-» TELLS 
IN THE 
LONG RUN 








The men who moke their 
hving 


that 


imestaliing pipe tnow 
upon the quality of 
Polyethylene pipe rest thei 
reputation and their bbws 
ness. These men tnow that 
Southwestern quality is more 
than just oa word, it's @ busi 
ness code that has bwill one 
of the bes! reputations in 


American business 


Every length of Southwestern 
pipe is produced under strict 
quality control, carefully in 
specied and tested belore 
shipment no element is 
left to chance 


if you ere planning to sell 
polyethylene pipe, investigote 
Southwestern Write today for 
free literature and informe 
tion 


SOLD THROUGH WHOLESALE JOBBERS ONLY 


Write for the name of your nearest supplier 


. 
quality 

has made Southwestern the 

leading line of diversified 


plastic pipe 





PLASTIC PIPE COMPANY 


P. ©. BOK 117 . PHONE 2050 ° MINERAL WELLS, TEXAS 
Manvtacturers of POLYETHYLENE «© CHEM-WELD «+ P.V.C€ 
MRALASTIC © TEMITE BUTYRATE © PLASTIC PIPE 
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Hessel . 


are Specialties 
Hardw ON COMPAK CARDS 


GS 
iN POLLY PAK BA 
CONVENTIONAL PACKING 








. fol 
g king 


wor! “a name 






Best mee* the daily needs 
of most buyers! 


Available in verious pomeuee trae the new H-W 
POLLY PAKS’ and H-W COMPA 
SALES MAKING me 2 sce of quality pro- 
duction and eye ar-pealing chrome or brass finish 
that means more sales for you' Hall-Wessel 
hardware conveniences are priced to win cus- 
tomers—to give you a worth-while profit. New, 
hetter packing with top sales—making eye ap 
eal: instant identification, easier stocking and 
eee are Write for jobber’s name —and new 
free catalog. 


*Merchandise previously tissue wrapped 




























NEW-MEAVY DUTY 
SPRING-ACTION | 


DOOR STOP 


Your customers will welcome this posi 
tive spring action door stop. It reduces 
impact noise, Makes close-up cleaning 
easier, uards against tripping and 
hurt ankles! Made of extra heavy gauge 
} = ape apring. Live rubber tip stops 

door scu 5 temmethinn new, different, 
better 















HALL-WESSEL CO. 
919-931 N. Sth St., Philadetphia 23, Pa. 


&. Hall Ce., 
. ine., 


HAE-HW (70/12/56 


25 Grenville St.. Torrente |t 
165 Greoadway, New York 6 


in Canada: Gee. 





new tips 


for more sales — 
GARDNER Packaged 


WEATHERSTRIPS 


Gerd-Strip The modern gasket type vinyl 
plastic weatherstrip for doors and 
double hung windows 


sT 
EASIE 10 SELL.«:: 
~@ 
Dae Because It's 


1 MANDIEST 
“<. 10 


(OR 


Holdfast Treated felt on notched brass or 
white metal; also, burlap reintorced 
pute and hair felt 


Firm-Plex (gasket type) Specially treated 


vermin proot felt with hemp Core i) () q) x . ! A S j 

and covered with rubber-covered 

fabric. Reinforced tacking flang: W UR LDS LARGES! StL Gilt 
Storm Seal (gasket type) Cotton file HUM Hilt UBRICANT | 

with maroon color, rubber-coated 


sheeting 


Spring Bronze Durable. 
weatherstrip for doors and doubl. 
hung windows, Also. Door and 
Window Sets and Door Bottoms 


Order from your jobber, or write us 


tempered bronze 


AMERICAN GREASE STICK CO. 
Musk MPAict 


eaon 









Also Stock Spring Assortments 


5 CME Clean-out Augers 
see? 


Pole Sockets 


ARDNER WIRE CO. 


1329 Se. Cleere Ave., Chicege 50, fi. 


Moan 9 


i ef 
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WHAT'S NEW 


® For more information 
on these products and 
services use free post 
card on page 83. 











knobs plus various style cabinet 
hinges also come in these finishes. 
Penn-Akron Hardware Corp. 


For more data circle No. 32 on postcard, p. #3 


Home shop economy vise 


Do-it-yourselfers will be inter- 
ested in this low-priced, light- 
weight vise. The Scout economy 


vise is designed to handle ordinary 





The 
for 


“ae 


home workshop repair needs. 
red enamel! 
community such 
handicraft groups and Cub Scout 
packs. Wilton Tool Mfg. Co., 


For more data circle Neo. 33 on postcard, p. 83 


is also ideal 


vise 


endeavors 


Ine. 


Surveyor's leveling rod 


This latest addition to the com- 
pany’s line of leveling is 
graduated in feet, tenths and hun- 
dredths of feet and 
vernier on the target 
1/1000 ft. The 3-section 


rods 


features a 
reading to 
rod 10 


is 
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Sprays flowers, lawns, 
and trees. 


World's best garden 
hose sprayer’. 


Comes with 2 differ- (7A 
ent nozzles, instantly i 
interchangeable. 





Dial-A-Spray control 
valve, built-in Back 
Siphonage protection, 
new Zamak cap, and 
all brass working parts. 


<a 


40%, discount on 
case of 3. 





Eye-catching 3 
color display 
card packed in 
each case. 






WAM pray? a 
Maltiorns INSECTICIOES tt 
POwnes” punGgicio#s * wine? 


% wtp nna 


43 
me Cctamw avree @** 
,  ~™ORmEs ic, 


*(See page 341 of june 
1956 issve of leading 
consumer research 
magatine) 


SPARS & TOZZLtD 


2575 -28th Ave. No., St. Petersburg, Fla. 





Complete 





RediMix RediMix cae 
Shrubmaster Lawnmoster Ken* Soraya 
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GRIPSO 
Gear-Lock 
Pliers 

















revolutionary 
new design 


the first really 
new plier design in 
years. Most powerful 
and practical plier 
ever made. 


OUTSTANDING FEATURES 


© Patented VISIBLE gear-lock adjust- 
ment prevents slipping under any 
load, Power-geared for greater lev- 
erage in each adjustment position. 
Eliminates wear on pivot pin. 


® Holds either round or flat surfaces 
in positive grip without squeez- 
ing handles. Perfect for working 
in close places. 


® Stays slim and streamlined through- 
out wide adjustment range on large 
or small objects 


© Gives powerful grip on a nut that 
is almost flush to the surface. 
Available with comfortable red 
plastic handles. 


© Wide jaws pive exceptional range 
Operates from closed position to 


1% inch; arallel opening. 
(arth GRIPSO 





RIFSO VISE PLIERS 
Triggermatic and 
finger tip release 4 

One-ton grip re 

leases gently with 

touch of finger 


MULTI-DUTY 10 TO 1 PLIERS © 


Multiplies grip- 
ping power 10 








times 
GRIPSO SHEAR-SNIPS 

Reverse com- 

pound power ac- 

Strongest, Fastest - 

adjusting Pipe __ 
See your dealer—or write 


Shears without 

tion 

Wrench made 

H. R. BASFORD 


distorting sheet 
GRIPSO-MATIC PIPE WRENCH 
35 -1Sth St., Sen 
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ft long. Its cast oval red and white | 
enameled target has a tension gib | 
screw. Two sections | 
can be used for heights up 6.7 ft. | 


and locking 


Retail price is $17.75. C. 
& Sons, Ine. 


Por more data circle Ne. 34 on postcard, p. 83 


L. Berge 


Mower and riding sulky 

The 1957 model of the 
Manor offers 
modern design. 
28C, is a 21 in. 
mower with 


color styling and 


The Manor, Model 
trimming 
wheels 


lawn 


drive behind 





the cutting reel. A_ riding sulky 
attachment helps cover larger areas 


in leas time. Unit is equipped with | 


a Jacobsen Hi-Torque 1.8 hp en- 


gine with recoil starter. Push but- | 


ton electric starting kit available. 


_ Jacobsen Mfg. Co. 


For more data circle No. 35 on postcard, p. 83 


Heavy-duty garden edger 
This heavy-duty, all purpose, 
lawn and garden edger is designed 


especially for operating over tough | 


Jacobsen 


DEPENDABLE 


BLOCKS and 
TURNBUCKLES 


Drop forged by 
men who really 
know how to put 
the strength in 
hardware where 
strength and 
dependability 
count most 


Catalog “H-56" 
shows the full W-C 
line of 

wire rope sockets, 
thimbles, hooks, eye 
thimbles, eye 

bolts, ring bolts, 
shackles and 
others. 


Send for your copy of W-C Catalog ‘H-56"’. 


WILCOX-CRITTENDEN 


Division, Nerth & judd Manufacturing Ce. 


77 South Main St., Middletown, Conn. 








FOR BUYERS OF 
LOW PRICED 
HIGH SPEED DRILL BITS 


"U. S. Eagle” is TOPS! 


THE "U.S. EAGLE” LINE OF 
29 JOBBERS LENGTH SIZES 
AND 60 WIRE SIZES PACKED 
ONE AND TWO IN AN EN.- 
VELOPE IS PRICED TO SELL. 























4 




















THE 167 DRILLS IN THIS CASE 
SELL FOR $130 AT RETAIL PRICES. 
DEALER'S PRICE FOR CASE AND 
DRILLS COMPLETE IS $75. 


CENTURY DRILL & TOOL WORKS 
100 LAFAYETTE ST. NEW YORK CITY 


DIVISION OF AVILDSEN TOOLS & MACHINES. INC 
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For the Man wh : 
“TREATS "EM roves” NOt a Secret Vise! 


Parker’s new H-75 Known Everywhere As Extra-handy and Rugged 


Tubular Frame — Ey ee 
Hack Saw 


The most rugged Hack Saw on the market 





Wit 






é 
’ 


VWOUREEREALLLLANS 


FiteoiiS 
Bench Pipe Vise— 
8 sizes for 
“a” te 6” pipe 


1) > 


Pre-sold fast turnover pipe vises 


Why Sales Are Easy—LonGrip jaws 
for firmer pipe grip plus pipe rest for 
accurate threading and cutting. Built-in 
handy pipe bender—a time saver... 












| Known Quality — Replaceable long-life 
tool-steel jaws. Yoke and base of 
special tough malleable .. . Pre-sold 
by settanmp’s 57 million ad campaign 
this year. Order now! 





Weight: 1 Ib. 10 oz. Individually boxed 


ee _— ee eee 





PARKER MANUFACTURING CO. 


wOGeGcesvyer %., BASS... S The Ridge Tool Company, Elyria, Ohio, U.5.A. 
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It's NEW! 






and it's newly 





when 
is tightened 


LASTIC 


SCREW ANCHORS | 


PERMANENT — RUSTPROOF 
ANCHORS FAST IN WALLBOARD, 


TILE, PLASTER, MASONRY, 
4 


METAL, WOOD, ETC. 
| Meee * th i 
12 ANCHORS 


MOUNTED ON AN AT. 
TRACTIVE TWO-COLOR CARD — 
CLEAR-SKINNED PACKAGED — 
MOISTURE TIGHT — DUST FREE 
Result iss PROVED SELLING POWER 






ATTRACTIVE 

TWO COLOR 
COUNTER 
DISPLAY 


ALSO AVAILABLE IN BULK 
COUNTER DISPLAY BOX .. 
SIX ANCHORS TO A STRIP 


TO PUT THIS NEW U.S.E. PRO- 
DUCT. TO WORK. FOR YOU, 
CALL YOUR DISTRIBUTOR OR 
WRITE TO 


Ex ponds in the 
hole screw 








WHAT'S NEW 








grass areas but will also effectively 
edge finer grasses. The unit fea- 
tures a solid rubber wheel and self- 
sharpening steel 


cutting blades. 


Model No. 300 edger cuts in either 
forward or reverse direction. Rowe 
Tool Co. 


Por more data circle No. 36 on posteard, p. 83 





Low price rotary mower 


Families with small budgets will 
be customers for the Economy ro- 
tary mower just added to Johns- 
ton’s 1957 line. The mower is pow- 
ered by a 1.75 hp, 4-cycle engine 
with rope starter. A 2-cycle engine 
is available. Features 
reversible, suction lift 


include a 
cutter bar 





and positive cutting height adjust- 
ment from % to 3% in. 
Lawn Mower Corp. 


Johnaton 


For more data circle No. 37 on postcard, p. 83 


Child's table and chair set 


Small fry will help you sell this 
chair and table ensemble to their 





finish. 
corner 


Table has 
legs and iron con- 
struction. Matching maple-finished, 
barrel-back chairs are 1l x 12 x 12 
in. high and 20% in overall. Table 
is 18 x 24 x 24% in. high Retail 
price is $14.95. South Bend Toy 
Mig. Co. 


For more data circle Neo. 38 on postcard, p. *5 


a maple wood 


square 


Mobile home electric fan 


will be customers 
for this mobile fan mounted on a 


Homeowners 


6s 
a ont Cert 
ae ~ 





. 
4 
ee, 
Ree 


tubular steel frame, and rolls on 
rubber wheels. The 16% in., three 
speed fan can be rotated 360 de- 
grees in the stand and set at any 
angle. Stand adjusts to heights 
from 18% to 34% in. Supports 
are finished in black baked ename! 
and top sliding frame is finished 
in chrome. Retails as $54.50. Law 
Blower Co. 


Por more data circle No. 39 on postcard, p. #3 


Special retail price on file 

The Nicholson Handy Dandy file 
is being offered at a special reduced 
price for Hardware Week. The tool 
is a combination of two files. One 
side is single cut and the other is 


U. S. EXPANSION BOLT CO. 
YORK, PA. DEPT. HA-12 | 


parents. The table comes with a 
Formica top in assorted colors or 


double cut. Molded handle provides 
comfortable grip. Handy file sells 
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PROFIT-MAKING 


Hines Iriple-Threat Trio 

























You won't find a better 
combination than this pop- 
ular TOLEDO trio. The de- 
pendable Small Ratchet 
Pipe Threader, for exam- 
ple, has real sales ap —- 
—has been improve 
looks and function so that 
it's better than ever. The 
bright red ball knob on the 
end of the handle makes 
it easier to carry, to use 
and to sell. 





The New, Improved 
No. 20 CUTTER 


A clean cutting pipe 
and conduit tool 
that leaves little or 
no burr —can't be 








POWER 
ROLLING 





a 
LAWN-ALL * 


STANDARD MODEL A 


The ideal roller for landscaping and lawn mainte- 
nance. Especially suited for rolling freshly seeded 
areas and athletic courts. The Lawn-All is also avail- 
able with a swivel caster roller for greater maneu- 
verability in confined areas. 


*“LAWN.-ALL FORMERLY 


equalled for fast, 
accurate cutting. 
The threader and 
cutter are a natural 
combination to sell 
as a unit. A fast 
sellina pair that can 
he used to advan- 
tage with the... . 





MOTO-ROLL 





No. 88 
POWER DRIVE 


A powerful, 
efficient power vise 
that offers high production threading, reaming 
and cutting at minimum investment. The exclusive 
TOLEDO Spin Torque Chuck locks and centers 
pipe automatically with a spin of the handwheel. 
No rocking, socking or hammering to tighten or 
untighten jaws of the chuck. It's a portable, pow- 
erful profit-maker. 


THE TOLEDO PIPE THREADING MACHINE CO. ie TOSEMAD PE A 
TOLEDO 4, OnIO 





TANDEM MODEL AR 





Equipped with a forward-reverse transmis- 
sion, this model meets all requirements from 
large area rolling to compacting “hot top” 
surfaces 


yy 





BUILDERS OF THE WORLD'S FINEST PIPE TOOLS 


sho) Bde) 


Write today for detailed information. 


LAWN-ALL 


THE LAWN-ALL CORP Johnstown. Pa PIPE THREADERS + PIPE WRENCHES « PIPE MACHINES 
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2 NEW MODELS 


WHIZ-SAW 


America's First and Finest 
Reciproce!-Action Saw 






NEW MODEL NO. 10 
1’ owt 


$34. 95 














NEW MODEL NO.15 
2"* owt 


$79.95 
NEW DISCOUNT SCHEDULE 


Two new low priced models of the ORIGINAL 
WHIZ-SAW are offered at a new discount rate 
thet puts more money in your pocket. Bulit 
ith the same skill thet enables the Whis-Sew 
to out perform ony pores saw at any price 
See your Hardwore bber 














WHALE HACK SAW NO. W6!1 

This sturdy Heck Sew is bullt to withstand 
rugged duty. Perfectly belanced for control 
Has rubber composition handie, re-inforced back 
for extra strength Adjustable for 8° te 12" 
bliedes thet con be foced in 4 directions 
Nickel pleted stock. individually pockaged 





Viking Coping Saw 
NO. Voro 

The VOIO le the choice of 
dealers across the U.S. The 
filet steel frame is nickel- 
pleted and hes ao herd 
wood hendie. Adjustable 
for tension 


Viking Hand Drill 
NO. ¥700 

Perfectly balanced, the V700 is 
en ideal tool. Die-cast pinions 
end gear are “factory tes 
Teo! steel chuck has 
ripping we ia" 
fon gm it! 


Over 45 Years Experience Moking Highest ootity Teols 


THE FORSBERG MFG. COMPANY 
Seaview Avenue, Bridgeport 1, Connecticut, U.S.A 


ee. . 


96 


WHAT'S NEW 





apecial price 





Hardware Week 
Nicholaon File 


regularly for 96¢. 
is 754. 
Co. 

For more data circle No. 40 on posteard, p. 83 


(Resume reading on page 13) 


TO HELP YOU SELL 











New Displays and Other 
Dealer Sales Helps 


(Continued from page 13) 





is provided for addi- 
tional rolls. One open shelf on each 
side is fitted with rollers to permit 
CAS) pullout of screening for mea- 
cutting. An eye-catch 
ing S-color sign tops the display 
which takes up 25 x 39% in. of 
York Wire Cloth 


Storage space 


suring and 


floor space New 
(a. 


For more data circle No. 41 on posteard, p. 83 


Self service brush display 
This 
symbols to 


handy self - merchandiser 
help customers 
brush for their 
Several dozen brushes in the 


uses 
chose the proper 


needs. 





—_—_}> 


YARD 
HYDRANT 












ye 
7eeeze | 


Outdoor water 
service the year 
around without 
danger of freezing 
or bursting pipes. 
Shutoff valve is 
helow frost line. All 
brass and copper. 
Write today for 
Bulletin 303. 


Order from your jobber 


STRATAFLO PRODUCTS, INC. 


FORT WAYNE |, INDIANA 


PROP UP SALES 


with pant Fall 


CLOTHES PROPS 


Want More 
Volume? =~ 
SURE YOU DO! 


Want more profit, too? 
Then you wont KANT. 
FALL! Every woman 
who's suffered the 
“fallen wash" problem 
@ prospect! Virtually 
unlimited sales poten- 
tial the yeor ‘round! 
Add this quality prod- 
uct to your line today! 
*it's patented! 






























SUGGESTED 








oo PRICE i ADJUSTABLE 
“9 FROM 4 FT. 

1.19 TO 7% FT. 
JOBBERS * 

& DEALERS i my 
WANTED FALL 

Good Territories IN ANY 
Still Available DIRECTION 


PARROW-+PRODUCTS 


Riverdale Station P.O. Box $7 
DAYTON 5, OHIO aie | 
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HOPPE’S 


UL BRICATIN 
OIL. 








Introduces a great new 
line of lawn and garden 


HOSE REELS 
free- necling as water flows! 


Easy to handle .. . easy to store 


2 oo 


m7 
iH 


tea, 
"i ae 
si 
ik 


ff, | 
a 


' 
ett ‘ 
i 


iy 
a 


: 
; 
; 
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Boost Your Sales 
Of Hoppe’s Now 


This is one of the seasons of the year when 
gun cleaning and gun protection are impera- 
tive. So — put Hoppe’s No. 9 Solvent and 
Hoppe’s Patches. Oil, Grease. Gun Cleaning 
Rods and Gun Cleaning Packs up front— 
where shooters can see arid select them. And 
don't overlook the sales of 
Hoppe Cleaning Packs for 
Christmas gifts. Your job- 
ber can suppiy you. Phone 
him now. 


FRANK A. HOPPE, INC. 


2314A North 8th St. 
Philadelphia 33, Penna. 


Continuous straight-line water flow 
through hub of reel ...no drag 





Precision-engineered ‘'PresSURE’’ 
water seal for non-binding, 
watertight, leakproof perform- 

ance 


Frames are rust-resistant zinc- 
plated tubular steel; drums 
green baked enamel finish 





Guaranteed against de. 
fects in materials and 
workmanship 


PP eed A 








Water flows as 





you unreel hose! 








— a ee a ee ers eee 


— amet 









of 
quality 
manila 
rope 


Packaged {yy 
Laatorny, 
L anion Gal 









item Ne. 216... Mevable 
WALL-MOUNTING HOSE REEL 
Retail Fair Trade Price. 


$11.95 








> tii 
a ne 53. bia 
Das or 
sa tant” ps, ee ‘aad 
4 "y ? eo 
4 aa tw 4 
ine? : 
€ 











25 Ibs. packed in self- 
dispensing carton, 
Measure-marked every 
10 feet. 











item No. 116 . Portable 
WATER PORTER REEL BARROW 
Retail Fair Trade Price. 


$14.95 


super -TUFF 


50 ft. coil of manila 
rope in attractive cello- 
phane bag. No wrap- 
ping or measuring — 
“it’s packaged right to 
sell on sight”. 


Practical rope packages for- 
Home + Farm «+ Industry + Recreation 








ittem No. 316... Stationary 
FAUCET-MOUNTING HOSE REEL 
Retail Fair Trade Price, 


$6.95 








MANUFACTURERS , a GS pt Since #629 THREE FACTORIS an nes eenere 
THE THOMAS JACKSON & SON CO. Reading, Pennsylvania LANCASTER, PA. « L 1N®. ¢ COLTON. CALIC 


HARDWARE AGE, DECEMBER 6, 1956 97 





DALTON “AGAIN... 


with a SENSATIONAL, NEW, LOW-PRICED 
All-Purpose Cutting Tool that will Take 
Your Hobby and Homeowner Trade by Storm’ 
IT’S THE NEW MODEL 0-600 


DALTON (2izst! JIG SAW 


Featuring « 
New, Unique 
SQUARE 

RECIPROCAT. 

ING SHAFT 
With this revo 
lutienary im- 
provement, 
preseure te 


Giatributed evenly over 
two eurfaces of the 














into material being cut—ore 
venting blade from twieting- 
giving you a clean. true ent 
Has Other Exclusive Features to 
Help You Sell More Sews 







Retail 


$29.95 


Complete with 


It sawe circles, straight lines 3 Different 
intricate designe in wood, plas Biades and 
tits, Metals, compositien Allen Wrench 









boards, ete. Grip -Bwiteh han 
die provides COOLER han 


diing, better control, Special built-in motor ineures | 


fast feeding speede—no jumping or chattertne 
(rilite bearings are locked in place. Has 3 conduc 
tor cable and adapter for safety Makes own 
starting hole for inaide cute. Air etream blows 
sawdust off guide line Light weight. well bal 
anced. faw is mounted on an anele. vitchin 
blade slightiy forward and resulting in faster 
easier, truer cute 


Another New Item from DALTON 
with BIG Profit Potential for You! 


New DALTON wcnsiica 


SAWHORSE 
LEGS 


Made in Two 
Sizes—24"' and 













Bturdy, All Steel 
Oonetruction with 
Wide Baddles 
for Helding 
Orossbar Becure 
ly. Crossbar can 
be Any 2” Lam . 
ber—in Any Length! ' 


Retail 
toge $4.99 
Legs fr. 90.00 





These Features Make Selling Quick G Easy: 


Fully Mechanical—requires no natie bolts of 
screws, Gafe-—con't «lip, wiggle or fall apart 
Mturdy, Quality Bullt-—made of heavy ae. we steel 
fabricated for strength, gray ename! finish. Con 
venient, Portabie--hase self-locking braces—assem 
ble sawhorse on the job, fold in a fash for storage 
or carrying. Use for ping pong, train and banauet 
tables, platforms, carpenter's horse, barricades 
etc. Will safely withetand « load of 1500 Ibe 


SPEE-DEE 
Sawhorse Brackets 


with the Exclusive 
Flanged Nail Holes 
CD for Quick, Easy 
*.\ Disassembling 

“or Common 2 
) x 4 Lumber 
| \ Produces « sturdy 
| sawhorse that won't 
' fail apart when 
lifted by rail! Mmplove naile to ee 


eure as#embiy. Made of heavy cauge 
steel ruet reseleting fin tah tae 







Pr. $1.79 


Slightly for ping pone, train. dieplay tables 
Higher on carpenter's horse, ete. Diemaantie for 
W. Coast. carrying or storege. In dieolay oke 


Your Jobber Stocks, or Con Get for You! 


DALTON MFG. CO. “S.*osns Aer 


TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 

















>. ae 
i 
te y 


assortment are 





stamped with a 
playing card suit symbol each rep- 


resenting the correct use for the 
brush. A spade means large areas, 
club means small areas, and so on. 
Each brush is prepriced. Whiting- 
Adame Co., Ine. 


For more data circle No. 42 on posteard, p. 83 


Paint merchandising folder 


This folder illustrates and de- 
scribes six proven ways to merchan- 
dise Broma Spray-it-Yourself alkyd 
enamels during the Christmas sea- 
son, The folder concentrates on the 
new Broma giant 16.2 oz size line 
which is packed in color keyed con- 
tainers. Broma spot signs and de- 
scriptive literature are available at 
no charge. Master Bronze Powder 
(Co. 


For more data circle No. 43 on postcard, p. 83 





Lawn sprinkler merchandiser 
This merchandiser is in the form 
of a garden cart and is the major 








“peTrer THAN RAIN” 


Se 





| 


display for a complete promotional 
campaign for Allenco sprinklers 
and hose accessories. The Cash 
Cart deal includes an assortment 
of products, cart display, ad mats 
and other store displays. In ad- 
dition, demonstrator counter units 
are furnished with featured sprin- 
kiers. W. D. Allen Mfg. Co. 


For more data circle No. 44 on post ard, p. 83 


Product story on package 

This striking root 
package tells the product story on 
the face panel and stacks for an 
effective overall display. The prod- 


destroyer 





uct, called Root Destroyer, comes in 
5, 10 and 25 lb packages in the new 
design. Boyer Chemical Co. 


For more data circle No. 45 on postcard, p. 83 


Screw anchor counter display 
Plastic 
screw sizes 4 through 9 are now 


screw anchors to fit 





available in an attractive counter 
display. The carded display con- 
tains 50 cards of 12 anchors each. 
Cards retail at 25¢ each. A bulk 
display is also available and con- 
tains 240 strips of six anchors per 
strip. Sells for 10¢ per strip. U. S. 
Expansion Bolt Co. 

Por more data circle No. 46 on postcard, p. 83 


(Continued on page 100) 
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“A Good Line to Handle” [)) iia 


GRIFFIN 


HINGES | 









=! 











— 
- 





Pitas nalts attucye 2 * 
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BOKER tools are as finely made as the famous BOKER 
TREE 4 BRAND Cutlery .. . from special analysis, 
chrome vanadium steel—every tool load-tested, diamond- 
tested for hardness, and accurately machined. Your cus 


Cat. #BB197 
Template Butts, Button Tips 
with permanently attached Bearings 








| P4  tomers will go for them! 
~ 
— 
ah 
4 | . 


Heavy duty Combination Pattern Snips will 
cut curves as well as straight lines. Other 
patterns and sizes aiso available. 





Builder’s Special 
Cat. 2540 


Patented Groove- 
Grip, 5 position 
adjustable Plier- 
Wrench cannot 
slip. Forged ribs 
and grooves. 












i) p | 


A popular Long-Nose Plier with keen side 
cutters. For electrical, radio and telephone 
work. The all around home tool, 


; 











2 Heavy duty side cutting Plier widely used 

Wrought Steel Butte , by flinesmen and electricians and for 
Cat. 2H240 aa maintenance repair. 

Cw, 4 ‘ 


ie% 







‘ 
3) 
You'll find the trade saying “Let’s handle | 
Griffin Hardware because Griffin gives good | © 
service, they back up their products, they ¢ 
never cut their quality ... and most im- 
portant the customers like the products.” , 


Display them and you'll sell them—Griffin 
Hinges ... order by the carton... in any 
selections your customers want. 


Diagonal cutting Piller used by 
telephone, radio and electrical 
workers, ‘‘Do-it-Yourseives’’ and 
for general maintenance repair 


Chrome plated finish, spe- 


cial aiioy steal thin 
~~, Wrench, Exuceptionaily 
strong ) 


J j © 


if Compound action Aviation Type 
) metal Snips. 61 cuts left; 82 cuts 


right; G3 universal straight cut A 4 poe 3 


| Recognized Value 


' +43 
a ae 2 iP Net gigi ga girs eT ae : 
ra a a 


NEW VISIPAKS=~Order by the 
carton of individual carded items. 





“since 1899"" 
MANUFACTURING CO. ERIE, PA, 
HARDWARE AGE, DECEMBER 6, 1956 9% 











TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 





(Continued from page 98) 


Fishing rod display carton 
Fishermen will be interested in 

this self display container and gift 

carton for the Premier line of fish- 





One-source Red-d buying saves valuable time, 
reduces clerical work and eliminates 
errors in ordering. These factors contribute to 
increased profits for you. 

Only Diamond delivers both DTX Non-metallic 

athed Cable and attractively-packaged 
Flexible Cordage ... produced to the same high 
standards of quality. 


DIAMOND WIRE & CABLE CO. 


SYCAMORE ILLINOTUS 





100 





ing rods. The 7-color package is 
designed to sell the fiber glass rods 
all year and for special holiday pro- 
motions. Models packed in the dis- 
play are the Spin Model No. 8200, 
Spin-Cast Model No. 5250 and Fly 
Model No. 9200. Flambeau Corp. 


For more data circle No. 47 on postcard, p. 83 


Floor tile presentation kit 
This sales kit displays samples 
of eight 9 x 9 in. tile patterns. 


8 Gold el ‘ 
DESKS \ 


PT al q 











These are tile versions of Gold 
Seal inlaid linoleum Design X. 
The presentation kit can be placed 
on the floor or mounted on a wall. 
Kit can also be used for outside 
sales calls. A color reproduction of 
pattern X-2 Beige, in the form of 
a 3 ft sq brochure, is also provided. 





Congoleum-Nairn Ince. 


For more data circle No. 48 on posteard, p. 83 


Leader dispenser carton 

This leader dispenser carton will 
catch the fisherman’s eye. The 
counter or wall display dispenses 12 
plastic wheels of W-40 monofilament 
leader material. Color coding of 


ee 








wheels indicates test size of mate- 
| rial. All wheels in a carton con- 
tain the same test material. West- 
ern Fishing Line Co. 


For more data circle Neo. 49 on postcard, p. 83 


(Resume reading on page 14) 
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Give your store more “at traction OwWer "| 


Poh 


HARDWARE 





--- with a Pittsburgh Upen-Vision Store Front! 


Many a good retail store doing a 
steady average business. has devel- 
oped into a real money-maker—after 
a thorough modernization with a 
Pittsburgh ¢ Jpen- Vision Store Front 
Modern-thinking people are more 
apt to shop in an atmosphere which 
is also modern. They are attracted 
by bright, up-to-date shops where 
they expect to find the latest mer 
chandise. All of which adds up to 
greater profit for the merchant who 
keeps in step with the times. 

This good-looking store Fohl's 
Hardware, Fort Myers, Florida. is 
an excellent example of modern 
store design. The big inviting show 
windows are glazed with Solex® 
Heat-Absorbing Polished Plate Glass 


-an important consideration in a 


\fp)| PAINTS « GLASS + CHEMICALS 


PITTSBURGH 


,rbaArs 


warm climate. Bulkhead and _ pi- 
lasters are Carrara” Structural Glass. 
The entranceway teatures two Her- 
culite® Doors in a Herculite Door 
Frame, and Pittco® Store Front 
Metal was used for the glass-hold- 
ing members. 

for more information on Pitts- 
burgh Store Front Products and 
Pittsburgh Store Front design, just 
send in the convenient coupon, We 
will send you our free store front 
hooklet, “How To Give Your Store 
The Look That Sells.” In this booklet 
you will find photographs and ex 
amples of how other merchants have 
improved their stores and benefited 
their business with new Pittsburgh 
Store Fronts. Send for this booklet 


today. There is no obligation. 


BRUSHES + PLASTICS + FIBER GLASS 





GLASS 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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Free Booklet! 






| 
| 
J 


- 
| 

| 

| 

| Pittsburgh Plate Glass Company 

| Reom 6425, 632 Fort Duquesne Bivd 
| Pittsburgh 22, Pa. 

| 

| 

| 

| 

| 

| 


Please send me a FREE copy of your 
store front booklet 


Name 
Address 
City 


State 


ee iil 
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How's the Hardware Business? 





90 Percent of Trading Stamp Redemptions 
Might Have Been Sold in Hardware Stores 


(Continued from page 14) 
study in Syracuse and the sur- 
rounding towns in Onondaga 
County, N. Y. The study was made 
by Batten, Barton, Durstine & Os- 
born, Inc., a New York advertising 
agency. 

The study also came up with 
these findings: 

Four out of five housewives save 
stamps and three out of five hus- 
bands do. 

Three out of four persons are 
satisfied with the premium they 
received. 

Does this mean, then, that trad- 
ing stampa will keep a customer 
coming back into a store? 

No. Only about one out of 10 
shoppers will patronize a hardware 
store just because it gives trading 
stamps. The rest will shop other 
stores as well as those which give 
stamps. 

Will customers go out of their 
way to come to your store when you 
give trading stamps? 

Again, no. Seven out of 10 shop- 
pers who collect stamps in hard- 
ware stores buy in their immediate 
neighborhood. 

Don't trading stamp plans build 
customer loyalty to that plan? 

No, again. More than half of all 
stamp savers collect stamps for 
more than one plan. 

What is more, three out of four 
shoppers did not awitch from stores 
they were shopping in because an- 
other store issued trading stamps. 
Trading stamps caused only one 
out of four shoppers to switch 
store allegiance. 

Do shoppers collect many of thet 
stamps in hardware stores? 

Only one out of five does. Most 
of the stamps are collected in food 
stores and gasoline stations. 

But most hardware dealers issue 
the stamps automatically with each 
purchase More than three out of 
five dealers give stamps to their 
customers without asking if the 





customer wants them or collects 
them. 

Only food stores lead hardware 
stores in this category. With most 
other merchants, customers who 
want stamps usually have to ask 
for them. 

The study also found that age 
and earnings influence stamp 
savers. 

More people in lower income 
brackets collect stamps than do 
people with higher salaries. 

More younger women collect 
stamps than do older women. 

Despite the large growth of 
stamp plans in the past year, four 
out of five shoppers have been col- 
lecting stamps for more than one 
year. 


Indianapolis Gas Outlets 
Drop Trading Stamps 


Most service station operators 
in Indianapolis, Ind., have agreed 
to end trading stamp plans. 

“The cost of stamps was threat- 
ening to put station operators out 
of business,” William R. Winger, 
chairman of the newly-formed ser- 
vice station association, said. 

He said stamps were costing the 
average service station $300 a 
month. Some big-volume stations 
paid as much as $425 a month, he 
said. 


Nation Turns Out Goods 
At Record Yearly Rate 


The nation turned out goods and 
services at a record rate during 
July, August and September. 

The Commerce Dept. reports 
gross national product in the third 
quarter was at a record annual rate 
of $413.8 billion. This is $5.5 bil- 
lion higher than the previous quar- 
ter. It compares with an annual 
rate of $396.8 billion in the third 
quarter last year. 


Factory Output Reaches 
Record Hich in October 


Factories turned out more goods 
in October than ever before. 

The Federal Reserve Board re- 
ports industrial production in Octo- 
ber reached 150 percent of its 1947- 


49 average. This is 4 percent 
higher than September and 3 per- 
cent higher than last October's fig- 
ures which had been the highest 
monthly figures. 

The board summarized business 
conditions in October this way: 

“Industrial production, employ- 
ment, and incomes were at record 
levels in October. Construction ac- 
tivity declined slightly. Retail sales 
were above a year ago.” 

The Commerce Dept. reports 
manufacturing and trade inven- 
tories at the end of September were 
$86.3 billion. This is $6.6 billion 
higher than a year ago. 

In the hardware and building 
materials field inventories totaled 
$2.17 billion compared with $2.18 
billion in September 1955. 


More Decimal Packing 

Decimal packing and unit net 
pricing. That’s what Parker Mfg. 
Co., Worcester, Mass., is using now 
for all its tools and blades. Former 
packages of 6's and 12’s are now 
packed in 5's and 10’s. Blade pack- 
aging is now in minimum units of 
100 blades, This replaces 
minimums, 


gross 


Consumer Mailers —— 


New Wholesalers’ Aids 


for Dealers’ Use 





Promotional Circulars 
Available to Dealers 


Cosgrave & Associates, 103 
Hickory Grove Drive, Larchmont, 
N. Y., has five major seasonal pro- 
motions available. 

They are a Christmas gift book 
and four 4-page tabloid circulars 
in color: mid-winter sale days, 
spring sale days, outdoor living 
and vacation needs, and fall sale 
days. Dealers who take the com- 
plete package will be able to get 
the 1958 winter circular at lower 
rates. 


The promotions are available 
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“QUERYTHING HINGES ON HAGER /.’ 


C. Heger & Sens Hinge Mig. Co. + 139 Victor Street + St. Lewis 4, Mo. #@ 


Founded 1849 —Every Hager Hinge Swings on 100 Years of Experience 











Riciatinn - 





————— 
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Here is « new idea that offers faster 
sales, dwrger sales, and greater 
profit than ever before in the sell- 
ing of screws, bolts, and nuts. 


GREAT NEW PACKAGE! 
This sparkling, clear-plastic box 
provides good display of the mer- 
chandise and brilliant labeling — 
plus a DraweRack storage system 





that is tops with the customers, 


SCREWS + BOLTS « NUTS 












For information, write 


‘iimemiels a mie 1. mas) 1. 













; 


ae 
‘ 


’ 
ay 


See the Beactie- 
Program 
Before You Buy 





it's worth money to you... 
Big New Line 
Big New Promotion 
in Garden Hose and Sprinklers. 


For full details see our four i-page eds 
in the Jonvery 7th issue of Herdwere 
Age 
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1800 Broadway, 


(Example: 


~ Forty most-wanted types and sizes are packaged in 
generous quantities to sell at the uniform price of 
$9c per box, 
Head Steel Wood Screws-—quantity per box, 


Plated Flat 
$1.) 


li x 8 Zinc 


GREAT NEW MERCHANDISER! 


Revolving wire rack takes minimum counter space, 
displays all 40 selections. Customer simply pulls out 
bottom box in stack. Easily restocked! Wonderful 
attention-getter! Great for do-it-yourselfers' 
— 


k 
Recktferd, tii 





NEW <Suop Git" 
Hedge Shear } 


SELLS | / 
ITSELF 
f | 






















It has two unique 
sales features 
This self-selling 
product card 
speaks for itself 
to your customers 


One of a complete 
line of “Snap-Cut”’ 
Garden Shears for all 
pruning and trim- 
ming. it's @ anap 
with a “Snap-Cut.” 


SEYMOUR SMITH & SON, INC. 


2712 Main St., Ookville, Conn 
Seles Reps: Johan H. Grahom & Co., inc. 
105 Owene S1., New York 8, N.Y 





New Wholesalers’ Aids 


(Continued 





from these wholesalers: Bronson 
& Townsend Co., New Haven, 
Conn.; Frankfurth Hardware Co., 
Milwaukee, Wis.; House-Hasson 
Hardware Co., Knoxville, Tenn.; 
May Hardware Co., Washington, 
D. C.; Rose, Kimball & Baxter, 
Ine.. Bimira, N. ¥.; P. A. & S. 
Small Co., Inc., York, Pa.; M. 8S. 
Young & Co., Allentown, Pa.; 
W. A. L. Thompson Hardware Co., 
Topeka, Kan.; and Totem Whole- 
sale Hardware Co., Seattle, Wash. 


Ace Distributes 785,000 
Copies of Gift Catalog 


Ace Hardware Corp., 
has distributed 785,000 
the Ace 1956 
Gift Book. 


The 32-page 


Chicago, 
copies of 
Toy 


Christmas and 


consumer catalog 





lists toys according to age brack- 
ets. It starts with 
and ends with household 


items for tots 
items for 
adults. 

are in full-color. 


Sixteen pages 


7 
Glasbake Prices Up 
Price increases for many items 
in the Glasbake ovenware and gift- 
ware lines are scheduled for Jan. 


l, McKee Div., Thatcher Glass 
Mfg. Co., Inc., Jeanette, Pa., an- 
nounces. The company blames 


higher materials and labor costs 
for the increase. 
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CLEAN UP DISPLAY PACKED EMPIRE HOUSEHOLD 


WITH THIS ONE 
A $2.98 VALUE 
FOR JUST 


$19 


PUSH BROOM +5640 


* Special black Emprene bristies—the right texture for 
general household sweeping * Covers more ground 
from attic to basement—all-round brush for indoor use 


kitchen, porches, cellars,etc. * Handy 14” home size 





* Carries the Good Housekeeping Seal of Approval - 





* Packed in colorful display carton. 





A $2.98 VALUE...NOW A BIGGER SELLER AT ONLY a ig 


pisPLay PackeoD EMPIRE OUTDOOR 
PUSH BROOM + 5639 


* Heavy duty, for heavy dirt—wet or dry * Red-brown 





Emprene bristles last and last! * Does a thorough 





job on rough surfaces—basements, garages, patios and sidewalks 


* Popular 14” size * Carries the Good Housekeeping Seal 


\ of Approval * Packed in attractive display carton. 










v 


pisPpLay PACKED EMPIRE SPINNING ~—SUDSING 
FOUNTAIN BRUSH «5647 


All the best features of a brush costing more than $7.00 but now only 4 


+ 


* Automatic suds chamber * Superior 2500 RPM spinning action 


| 2 2 * |-piece, 3 ft. handle with special vinyl hand grip 
. be 


* Shut-off gasket valve * This top-performing fountain 


brush comes to you in a colorful 


simple-to-set-up display carton for easy selling! 


Oe en ee 


ll your brushes from one dependable source y, 
EMPIRE BRUSHES, INC. Port Chester, New York | \ EMPIRE , 
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BONMMER 


















BOMMER 


HIGHEST QUALITY 
LOWEST COST 
BIGGEST PROFITS! 


The least expen- 
pensive anchor on 
the market .. . and the 
best! The sides spread 
out when screw is in- 
serted gripping any 
type wall. Packed in 
display boxes, bulk or 
carded in hand strips 
of six. Sold exclu- 
sively through 
“4. wholesalers. 
Territeries epen fer sales representatives. 
JORDAN INDUSTRIES INC. 
2751 N. W. 75th St., Miami, Fla. 





INDUSTRIAL CLAMP-FLANGE DOUBLE-ACTING 
SPRING HINGE, No. 17042 








The Bormmer industrial Hinge 
is built to toke worlds of 
abuse . For doors 1%" 
fo 2%" thick, BOMMER's 
No. 17042 (only 17%"" high) 
will carry a door weighing 
vp to 3275 pounds 





iF YOU GET REQUESTS FOR an industrial 
hinge that loughs at banging and shock from 
motor trucks or hand trucks — recommend 
BOMMER Wo. 17042, the hinge with BOTH 


5 malleable iron and steel on bearing surfaces 


ond the industria! hinge that mokes only 
5 oscillating movements before stopping at 
decd center from a full right angle door 
opening! Let us tell you of/ the reasons why 
the BOMMER 17042 is without doubt the truly 
superior industrial hinge 


SPRING HINGE CO. INC. 


Write your nearest Bommer office for full 
descriptive sheet. 














better nails for the building 
and hardware trade: Un- 


derlayment, Spiral Floor- 
ing, Drywall, Metal Rool- 
ing, Colored Siding. 

STORMGUARD NAILS 
Revolutionary new line of 
rust-resistant nails in 85 
sizes and types for roofing, 
siding, trim. Easy to stock, 


display and sell in clearly 
labeled 5 Ib. cartons. 





Write ter Samples 
W. H. MAZE COMPANY 





Peru 5. ttlinois 











Promotions 


Manufacturers’ New 
Merchandising Plans 


Fan Promotion Scheduled 
To Run Again in 1957 

Tne Electric Fan Section of the 
National Electrical Mfrs. Assn. 
will continue its early-season fan 
promotion in 1957. 














At its annual meeting the sec- 
tion decided to continue distrib- 
uting materia! to newspapers for 
editorial and advertising sections. 

A window display contest for 
dealers, a new window poster, and 
a new dealer booklet will be fea- 
tures of the promotion. 

The section also is considering 
printing a consumer booklet. This 
booklet would cover the care and 
use of air circulating and window 
ventilating fans and tell how to 
select fans. 


Give A Gun Theme Used 
In Christmas Promotion 


High Standard Mfg. Corp., New 
using the theme, “A 
High Standard for Christmas,” in 
its gun promotion program for 
Christmas. 


Haven, is 


Full-color advertisements are 
scheduled to appear in Oxtdoor 
Life, Field & Stream, Sports Afield 
Black white ads 
will run in Argosy, True, American 
Legion, Fur-Fish-Game, U. S. 
Handgunner and 


and Guna. and 


Gune Merchan- 


diser. 


"Bike for Health Week’ 
Planned for Next Year 
The Bicycle Institute of Amer- 
ica plans to launch a national 
“Bike for Health Week” next year. 
The promotion is to introduce 
more adults to the exercise, fun 
and relaxation of bike riding. 
The promotion will be part of 
the bicycle industry’s celebration 


of the 80th anniversary of the 
manufacture of the first bike in 
America. 
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SHEARS YOU CAN ADJUST! 
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BARBER SHEARS 


STRAIGHT TRIMMERS Retail Co aay Fully 


7” Fully Nickel Plated $2.25 
aoa a” Fully Nickel Plated a 
1130 &” Enameled Handles - 4 
113C 7” Enameled Handles. $ 
11x &’ Enameled Handles 


TRIMMERS 
scr @’ Fully Nickel Plated $2.50 








FoUR PAIRS OF EACH — 
59.54 
SELLING PRICE $99.24 your COST $ 





rS 
ar A 
SvI9 


” DELUXE KLEENCUT DEAL #1907 


Nickel! Plated $1. 


SEWING & EMBROIDERY scissors 
(Fully Mickel Plated) 

$1.79 3845 4” Sharp Points . 
3485 5” Sharp Points .... 


4485 6” Sharp Points ... 
181 7'/e” Pinking Shear .. $3.6 


dies. $1.79 N ALL. 
YOUR PROFIT $39.70 





U3 “\ MORE PEOPLE 
Y i COMING INTO 





( in. ‘""'MY DAD HAS 
yr 
\| 







, 4 é 
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yen Nab STORE 
Wie’, every DAY" 


The old saying ‘success breeds success” is as true today as in 
the past. Regordiess of political and economic trends people keep 
on living and buying. Successful merchants depend on creating 
sales and attracting business from thelr competitors. The surest 
way to improve soles is to make your merchandise look most 
attractive. This is easily done with HELLER Fiexible View Modern 
Store Fixtures. Your store properly equipped will draw the trade 
increase your sales and moke you more money 


W. C. HELLER & CO., Montpelier, Ohio 


{FOR 65 YEARS 
SUCCESSFUL 
MERCHANTS 
HAVE USED 
HELLER STORE 
FIXTURES 


Write teday for Cataleg 
No. 7A With HELLER’S 
Lew Prices! 













2] 3 SED <= 


04 Bj lotta 


with 


MICRO-TENSION ADJUSTMENT 


Women everywhere who have tried Deluxe Kieencut 
Shears say, “They're wonderful! | can set my 
shears any time with a penny so they always feel 
just right!” 

It's a fact— whether they cut filmy silk or rugged 
corduroy, DELUXE KLEENCUT SHEARS with Micro. 
Tension Adjustment always trim neater and more 
comfortably—and—no more loose, sloppy blades! 
But Micro-Tension adjustment is only ene reason 
why women like DELUXE KLEENCUT SHEARS. Look 
at these others: 

1. Beautiful high lustre nickel finish, 

2. Down-to-earth low prices. 

3. Double guaranteed quality. 

4. Handsome, up-to-date styling. 

You'll like the DELUXE KLEENCUT line, too, because 
it's backed by National Advertising, Smart Mer- 
chandising — and — you're sure of a BIG PROFIT! 
Don't pass up @ sure-fire money maker — Order 
_ $1.49 Deluxe Kleencut Shears Now! 


$1.59 See your jobber or write 


oo omenn 
THE ACME SHEAR COMPANY 





Reval! Eo. 








J ROCKWOOD _~Ss=_| 
| 











HARDWARE AGE, DECEMBER 6, 1956 


extension | 


LOSET KODE 









Nationally recognized as a quality extension 
type closet rod. Made of heavy-duty cold rolled 
welded steel with attractive nickel-plated finish. 


Available in 5 sizes to fit any closet. 





ATTRACTIVE , 
CLOSET ROD 


DISPLAY 
AVAILABLE 


Write for Catalog No. 18 illustrating our 
complete line of builders’ hardware. 


ROCKWOOD 




















srt. Lei oe Lema tl i) lem eres 
ROCKWOOD, PENNA. 


mA LAL. a” ta*s1 
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Higher Spending Forecast | 
For Construction in 1957 
(Continued from page 14) 


| more money will be spent on all 
| types of construction next year. | 
| 
i 
. 


—_ ee 








This would total $26.8 billion in 
1957 compared with $25.1 billion 
in 1956. 






_ The Commerce and Labor Depts. Ne, 25 RAZOR 
| report private housing starts in SLADE SCRAPER 
_ October improved slightly over Single edge blade 
September. in plastic handle 
Builders started work on 90,800 with safety catch 


privately financed dwellings in 
October. This compares with 89,000 
units in September and 104,800 
units last October. 

In the first 10 months of 1956 
builders started work on 972,400 Ne. OF SANDWICH SPREADER 
houses. This is the lowest total enatans ad ~» nate beanie. S sitar 
since 1953. The figure topped one 


million starts last year and the 6s OB 
year before. 














ee No. 1 GLASS CUTTER 
: 4 | Professional type — Tungsten Steel wheel 
Quality Pliers | October Business Is Up — stainless steel coiled bearing. 
Customers Ask For For Mail Order Chains | WRITE FOR FREE TOOL CHART 
Chain and mail order stores did 
When customers who know good | more business in October than HYDE MFG. CO. 


tools ask for pliers, they invari- | SOUTHBRIDGE, MASS., U.S.A. 


they did a year ago. 
ably ask for Kleins. Kleins are the | 


Mail order houses sold 6.3 per- 














standard by which other pliers are | cent more goods in October than : 

judged .. . backed by almost a | last year. Since the first of the +. 

century of experience. year their sales are up 7.7 percent ARMSTRUNG BROS. 
Kleins are available in a wide from last year. 

range of sizes and styles to meet Sears Roebuck & Co. reports its Better i 

every need, Be sure you have a rep- October sales set a record for the 

resentative stock of the most popu- | month. Sales totaled $327.5 mil- 

lar items. _ lion, up 5.1 percent from the same 
A recently developed selling dis- | month of 1955. 

play board on your counter will For the nine-month period end- 


help you sell more of these quality 
tools. Your hardware jobber can 


supply it. 





HARDWARE AGE 





, oul 


THIS 
DISPLAY 
WILL 
MAKE 
MONEY 

se FOR YOU 








PIPE CUTTERS 


“ARMSTRONG 8ROS.” Three wheel and 
Stenderd wheel and roller Pipe Catters ere 
quality cutters througheut .. . built to give 
years of geod service. 


“ARMSTRONG BROS.” drop ferged Pipe 
Catters ere built for lifetime service with 
i-pleee drep ferged steel heat treated bedy 
and « replaceable hardened stedl aut to 
teke ap the wear end thrust of handle serew. 
Used etther «as l-wheel (with 2-rellers) or 
Sewheel (fer clese quarters). / 


“ARMSTRONG BROS.” Kalle Blade Catter 
Wheels are machined from apecial alley too! 
steel pr y heat treated. 
out re y end castly, held their 
heen edge. 








DISTRIBUTED THROUGH JOBBERS 


Fereign Distributer: 
International Standard Electric Corp. 
New York 


Mathia: a | E } Pl en sons “Do you sell ipbdoomeanne teeth?” — 


‘. © Mardvere Age, 1954 | 


















“ARMSTRONG BROS. TOOL CO. 


The Teel Hetder Peepte 


5214 W. ARMSTRONG AVENUE « CHICAGO 30. KL. 
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Ze = Fyler 


SS SPYRAL 


TYLER SPYRAL 
COPING SAW BLADES 
in this attractive counter display 
sell fast, and spark up sales on 
your saw frames. They fit standard 
coping saw frames and will cut 
practically any material. Permits 
intricate internal work not possi- 
ble with any other blade. Saws in 
any direction without turning ma- 
terial... no chipping or tearing 

., leaves clean, smooth edge. 
Display contains 1 doz. packages 
of 12 blades each. Retails for 
75¢ pkg. 


BLADES 





















As advertised in 
Popular 
Mechanics 
and 
Popular 
Science 





Order now...available at most 
HARDWARE JOBBERS...or write 


TYLER MANUFACTURING CO., INC. 
1005 W. ARBOR VITAE AVE., INGLEWOOD, CALIF. 





A ne ET 2 RE oe 


SOCKET HEAD 
CAP and SET 








Specialists in Socket Head Cap and Set 
Screws, Slotted Set Screws, Square Head 
Set Screws, Flat Head Socket Cap Screws, 
Stripper Bolts, Pipe Plags and 
Hex Socket Wrenches 


AVAILAGLE W& STEEL, GRASS, MOREL AnD 
STAIMLESS STELL —~ MAL SUES 


THREAGS AND POINTS 


IMMEDIATE DELIVERY FROM STOCK 


PACKAGED IN STRONG METAL-EDGE BOXES 


THE STEVENS CO. 


BROADWAY 


484 NEW YORK 13, NY. 





HARDWARE AGE, 


DECEMBER 6, 


1956 





how to win new customers 
and make more 


profit! 














cement 
finishers 


tilesetters R 4 i) 
ps wall 
applicators 





ar 
fis a 








Se// the 
heir Sea: 


co™ 
and they aft! 


ny the * 


Two building craftsmen in every five are 
‘trowel trades” — masons, plasterers, tile setters, 
cement finishers, dry-wall applicators, lathers, tuck pointers, ec. 
They buy mere than a million tools a year! Professional tools — 
tools that sell for 3 to 5 times os much as the amateur 
And they buy big ticket items, too! Mixers, 

power floats, 


kind 


scatfolding, masonry sows, etc 
It's big business, ond profitable business for the store that handles 
their line of professional tools! And Goldblott touls have been 
the preferred tools in the trowel trades for over 70 years! 
You con be ao Goldblatt dealer — and make your store headquarters 
for the trowel trade in your area, Goldblatt sells the only 
complete line of tools for all the trowel trades from sied runners to 
mortar mixers. You can offer them all! Write today for 
the fabvious Goldblatt catalog listing over a thousand items 
it’s the only Goldblatt salesman you'll ever see! 


We sell direct to dealers. No middlemen, no jobbers 


We'll ine 


hiude ce fails on our dealer plan 





Dept. L-12; 1940 Walnut, Kansas City, Mo. 





























DEALER INQUIRY — RUSH 

Goldblatt Tool Co., Dept. L-12 

1940 Walnut, Kansas City, Mo. 
Send me your free catalog listing over 1,000 tools for the 
Trowel Trades, plus complete details on your dealer plan 
| understand there is no obligation 
Nome .. — Seti 
Store Name a anaes siete e 
Type of Business — a : 
Address er 
City we MOTE — 























MR. PHXZ TRIES 10 
FIND A FASTENER! : 





it's only a nickel sole, 
but spends valuable time 
trying te lecate it! 


Does he have it in stock, or is if discon. 
tinued? ‘s he out of it, or is the box mis 
pleced? It's a nuisence sale, bul it costs him 


if he doesn't have it to sell, his customer 
will go to the hardware store down the street. 
Too bad he doesn’t know about the Sharon 
line—one thousand sizes of the most-wanted 
fasteners, neatly packed—e complete fastener 
department in only 13 feet of shelf space! 


Large variety in @ small space is one important | 
reason why it pays to stock the Sharon line! | 


ASK YOUR JOBBER, OR WRITE: 











FOR EASY 
DISPLAY AND SELL 






: | 
: 


AND COMPLETE LINE OF 


TURNBUCKLES PRODUCTS | 











BOX 333, MICHIGAN CITY, INDIANA 
FACTORY: GRAND BEACH, MICHIGAN : 
“One goed turn (buckle) deserves another” 
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money when he can’! find the fastener. And | 


PROFIT. | 


ing Oct. 31, Sears’ sales totaled 
$2.7 billion. This is 7 percent 
higher than the same period of 1955 
and a new nine-month record. 


Montgomery Ward & Co. re- 
ports a 9.6 percent increase dur- 
ing October. Its 10-month sales 
total ran 9.7 percent ahead of last 
year. 

Variety chains report smaller 
sales gains during October. Their 
average sales were 1.5 percent 
higher than last October. Since 
the beginning of the year, their 
sales are up 4 percent from 1955. 


Department Store Sales 
3 Pct Ahead of 1955 


Sales in the nation’s department 
stores in the 


week ended Nov. 10 
were 5 percent under last year’s 
level, the Federal Reserve Board 


reports. 
It was the first time 
months that 
last year. 
Since the first of the year, how- 
ever, department 


in several 


sales dipped behind 


store sales con- 
tinue 6 percent ahead of last year. 
Here is a breakdown of depart- 


ment store sales by Federal Re- 
serve districts: 
Fi 

Federal Reserve One Week Binding whe "end Jan. 1 to 

District Nov. 10 Nev. 3 Nov. 10 Nov, lo 
Hoeton 6 .'s 
New Vork ‘ r 
I’hiladetphia ” i . 4 
(ieveland ’ 
Kiehronad ; « : . 
Atlanta ry 4 , : 
thicageo ! 0) 4 
Lak | Lan is ;* | j 
Minneapolis ‘ o* , ‘ 
Kaneas Oily 0 , ' 
liallas ” 0* 4 ‘ 
Mari } ranciacn ‘ ’, ‘ ” 4 } 


! ™ Total 
° hte. sent 


Sales Fall, Inventories 
Climb During September 


Sales were lower in September. 
Inventories were higher. 


The Commerce Dept. reports 
sales by manufacturers, whole- 
salers and retailers totaled $54 


billion. This was $1.3 billion under 
the August volume and $200 mil- 
lion below last September. 

Inventories at the end of Sep- 
tember totaled $86.3 billion. This 
up from the $85.5 billion a 
month earlier and the $79.7 billion 
last September. 

Retail sales of television sets 
totaled 763,881 units, according to 
the Radio - Electronics - Television 
Mfrs. Assn. This compares with 


was 














————————— 





NEW 


Merchandising Ideas 


Looking for more profits, better 
salesmanship? Hundreds of deal- 
ers have used this Hardware 
Age reprint as a source of ideas 
for sales training meetings, etc. 








Self-Service 
Salesmanship 


10c ea. 


Selling in a self-service store re- 
quires a new type of salesman- 
ship. Here is an easy to under- 
stand explanation of how you 
can train your sales people to 
get the most out of self-service. 
4 pages. 


order copies from 
Editorial Reprint Service 


HARDWARE AGE 
Chestnut & 56th Sts, Phila. 39, Pa. 


Cash must accompany order 








CHAIR-LOC 


Amating New Liquid 

S-W-E-L-L-S Woed 

@ Penetrates weed fhre— 
makes them ¢-x-9-a-n-¢ 
permanently 


NOT 
A 
GLUE 





Quickest and easiest way 
te Sx leese chair rungs, 
lees, handles, dowels, 
dove -tails, ete 

A Fast-Selling impulse item 
Write for Free Samples and 

Literature 

CHAIR-LOC CO. 
Lokehurst 3, WN. J. 











GIBSON 
GRIPPER 
CLIPS 


KEEP 
THINGS 
IN PLACE 


Bright Micke! Finish Dewble Spring Action 
Ne jutting Points 2 Sizes Hold Most Handles 


GIBSON GOOD TOOLS, INC., Sidney 6, W. Y. 





—, 








CHROME 


BRASS PIPES 
V/," to 4" sizes 


BRASS TUBING 


iV_", 4", 1%", 117," O.D. 
PITTSBURGH NIPPLE WORKS 
1465 Spring Gorden Ave. Pittsburgh 12, *~. 











HARDWARE AGE, DECEMBER 6, 1956 














HOW 

TO SELL 
BISSELL 
SWEEPERS 


...one of a series 





NATURALLY, YOU DON’T SELL BISSELLS” FOR POGO STICKS! But make sure customers 
try those handsome sweepers themselves .. . show ‘em how a Bissell lightens their job of daily 
cleaning — is so easy to run. No lugging, no plugging with a Bisseli. Handy display rack 
takes up only two feet of space — and earns its keep in traffic spots. Timely toppers remind cus 


tomers these are the Bissell Sweepers they see Arlene Francis and Dave Garroway using on TV! 


There’s no trick to sweeping up profits with Bissell Sweepers! 


Bissell Carpet Sweeper Co., Grand Rapids 2, Mich 





A bar for every purpose, a price for every purse 


KIMBLE GLASS BARS 


You carry a quality line _ sizes and styles to fill every customer's Don't delay, place your order today 
with a quantity demand need, They are designed to give the with your wholesaler or write for one 
when you stock Kimble maximum of consumer value but nearest you. Address Kimble Glass 
Glass Towel Bars. priced to stimulate sales and give you Company, subsidiary of Owens- 
They are made in a wide range of high profit margin. Illinois, Toledo 1, Ohio. 





KIMBLE GLASS BARS Owens-ILLINoIs 


AN (I) PRODUCT GENERAL OFFICES - TOLEDO |. OHIO 
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New Supplex 
Mark of Quality 


Brilliant yellow vinyl sleeves pro- 
vide a permanent ‘Mark of Qual. 
ity’’ and prevent reduced water- 
flow at couplings on Supplex 
Tire-Cord Reinforced Garden 
Hose. it won't burst 


For full detoils see our four |-page ads 
in the January {7th issue of Mardwore 
Age 
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the fashion 
in 
toilet seats 
has 
changed! 


PURITAN 


ve 1000 
.and PURITANS 
are modern as tomorrow. 
They will boost your 
sales and profits... 
please every customer! 











566,158 units in August and 978.- 
#38 last September. 

Radio set sales totaled 756.345 
units in September. Last Septem- 
ber sales totaled 753 _ Sales in 
August totaled 681,15 


Aluminum Goods Mfg. Co. 
Wins Fair Trade Suit 


A Sacramento, Calif., store, 
Government Employees’  Exclu- 
sively, has been permanently en- 
joined from selling Mirro and 
Mirro-Matic products below fair 
trade prices, according to an an- 
nouncement from Aluminum 
(,00d8 Mig. Co., Manitowoc, Wis. 

The Superior Court of the 
County of Sacramento handed 
down the judgment. 


Manufacturers Expand, 
Move inte New Plants 

Bradson Co., Inc., San Diego, 
Calif., has opened a new manufac- 
turing and warehousing plant in 
Michigan. It is the company’s 
second new plant in 1956. 


Hindley Mfg. Co., Valley Falls, 
R.I., has bought and moved into 
a larger plant in the same town. 
The new plant has 60 percent more 
floor space. 


Sears Roebuck Sets Up 
Own Financing Company 

Sears Roebuck & Co. will han- 
dle its own time payment sales. 

A subsidiary corporation, Sears 
Roebuck Acceptance Corp.., will 
buy consumer instalment receiv- 
ables from Sears. 

Sears will also continue to sell 
instalment receivables to banks. 


Higher Skate Sales Seen 

Roller skate sales this year 
should be the highest since the end 
of World War Il. That prediction 
was made by the Winchester-West- 
ern Div., Olin Mathieson Chemical 
Corp. Sales are expected to be 15 
percent higher than 1955. 





Business Failures Rise 


Dun & Bradstreet, Inc., reports 
240 businesses failed in the week 
ended Nov. 15. This compares 
with 219 the week before and 214 
in the same week of 1955. 


ANSON 


SCALES 


f ru Standard 


of value for over ) 


65 years 


WEIGHMASTER 
BATH SCALI 


UTILITY SCALES 


POST Ad : Ae? 


4] 
SCALES a | bi 


EB; 


Hai 


HANGING 
BALANCES 


_ Jobber 


HANSON SCALE CO. (fs 
NORTHBROOK, ILLINOIS 





His wa yo 
Ad, Brought Results— 


“As a Manufacturers’ Representative, 
getting the HARDWARE AGE is a 
necessity, especially in view of the fact 
that | have secured several desirable 
lines through the Advertisement | 
placed in the AGE in October. With 
best wishes for your continued success.” 
Sincerely yours, 


A _ ame fioe Advertiser 














STAINLESS STEEL 









FASTENINGS OF ALL TYPES 
RIGHT OFF THE SHELF 


*« ine Serews © Cap Serews 
| @ Get Gerews Weed Gerews © Nuts, Washers, ete 
© Clase § AN Drifies F ittieter “4 = 

Promeot dettwoertoce om emali o lusye quentifMes 


STAR STAINLESS SCREW CO. 
Write for comptete descriptive cataicg 
om Telephone: Little Faille 4-2360 
648 Union Bivd., Paterson 2, HN. i 
New York ‘shone: Wieeensia 7-904) 











Pr ee 


TOY CATALOG 


Mere s+ every toy ond hobby 
hit you need for setting up @ 
successful toy depertment Educetione! pre 
schoo! tems woodworking end woodburning 
bits, metal topping, work benches ond boking 
tobles. hoend tool sets PLUS esctusive Disney 
land and Micktey Mouse Club creetions. Write 
lor your copy todey 
AMERICAN TOY & FURNITURE ‘COMPANY 
6130 W. Clerk $* Chicege 26, tiimeots 


| 
| 
| 


PPSSSe oeeeeeee,. 
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Mode! 50 


$4.45 ROTARY 


GRASS SHEAR by 


y, KOWEL-ELY 


FOR 
PROFITS 







Model 300 America’s favorite 


$6.95 y ail purpose lawn and 
FS 


Model 100 ¥ garden edgers... 


$5.45 WW 





* Finest Quality 
Materials and 
Workmanship 


* A Real Labor-Saving 
Garden Tool 


* Colorful 48-inch Handles 
A FAST SELLER! 
NOW! A 40% 

DEALER DISCOUNT ITEM 






* 





> 


Model 200 
$6.45 














CASH IN ON ROWE'L-EZY POPULARITY 


ORDER NOW FROM YOUR JOBBER 
Rowe Tool Co.,3125.Paim Ave., Alhambra, Cal 
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‘Me 


— 


Taper Pins 
made solid for 


Y STRENGTH 
/ SAFETY 
/ ACCURACY 













Proven Durability plus 
Precision and Economy... 
Clean Bright Finish 


Stocked in all Sizes 
1/0 thru #14 


“Stanho” Taper Pins are made from 
selected steel bars, microscopically 
free from any defects. Milled or 
centerless ground precision types. 
Also available made from Stainless 
Steel, Monel, Brass, Aluminum or 
ether metals to your specifications. 


Special diameter 
sizes made to order 
ster 


omplets ine 


Prompt shipments .. . in bulk or 


conveniently packaged. 


STANARD 


Write for 
catalog 


and prices 


~ 


1956 











SUILLT TO RIDE 


SP 
RAO WS 


BY MUSGRAVE 


| Tops in 


their field / 

















the only complete line 


of riding lawnmowers 


Seven years ago, MOW Cycle, built for riding 
from the ground up, introduced a new idea in lawn 
care. Now, apparently all America — including 
mister, missus and the kids — wants to ride while 
cutting the grass. And today still, MOW Cycle 
tops the field in leadership, value and sales, with 
a complete line of models to meet the needs of 
everyone from the modest home owner to the pro- 
fessional landscaper. 








MOW CYCLE 
24" 


MOW CYCLE 
‘CADET’ 


Tist 

Price 
$219.50 

Price 

$289.50 Model ‘24° for complete 
lawn care without walking; 
many useful attachments 
‘CADET’ economy model for 


MOW CYCLE 





°) mowing only 







‘PROG with ‘PRO-6' 


hing motor for professional use 
All models cut 24” ewath. ES- 
TATE TRAILER attaches to 
any MOW Cycle: increases 
total cut to 58”. 


List 
rice 


MOW CYCLE 
ESTATE 
TRAILER 









Price $350.00 


$495.00 












Musgrave Incorporated, Dept. A, Springfield, Ohio 


. Please send trade information on the MOW CYCLE 
ine. 


Name 
Address 
+ 








Zone State 
COMPLETE LAWN CARE WITHOUT WALKING. 


te of .f& -& Gh 











3 
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Janney, Semple, Hill Reorganizes Its Sales 
Department, Divides It into Three Divisions 


Janney, Semple, Hill @& 
Co., wholesaler in Minneap- 
olis, Minn., has reorganized 
ite sales department. 

The department has been 
divided into three divisions, 
according to L. M. Hatfield, 
vice president in charge of 
sales. 

The new divisions are Ser- 
vice & Quality Stores Div., 
Eastern General Sales Div. 
and Western General Sales 
Div. Saleemen in the general 
sales division will call on all 


eee ee _ 


Moto Mower Div. Elects 
Greene Vice-President 


Allan W. Greene has been 
elected vice-president in 
charge of the Moto Mower 





ALLAN W. GREENE 


Div. of Detroit Harvester 
Co., Richmond, Ind. 

Mr. Greene was elected to 
his new post when the com- 
pany reorganized as part of 
its expansion program. 

Mr. Greene joined Moto 
Mower in 1953 as saies 
manager. He became general 
manager of the division last 
July. 


Philco Buys Bendix 


Phileo Corp. has bought 
the Bendix home laundry 
equipment business of Avco 
Mfg. Corp. in the United 
States. 
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Janney accounts except 8 & Q 
dealers. 

Harold G. Dungan is man- 
ager of the 8S & Q Stores 
Div. He will be responsible 
for all phases of the S & Q 
store program. He will be 
assisted by Ward Shaw. 

John R. Berryman is sales 
manager of the Eastern Gen- 
eral Sales Div. The division 
consists of Illinois, Indiana, 
lowa, Michigan, 
and Missouri 

Harold Ahmann has been 
appointed sales manager of 


Minnesota 


the Western General Sales 
Div. This division covers 
Arizona, Colorado, Idaho, 


Kansas, Montana, Nebraska, 
New Mexico, North Dakota, 
Oklahoma, Oregon, South 
Dakota, Texas, Utah, Wash- 
ington, Wyoming, Alaska, 
and Alberta, Manitoba and 
Saskatchewan in Canada. 
Edward J. Marceau con- 
tinues a8 assistant 
sales manager. 
President Benton J. Case 
announced the appointment 


general 





HARRY M. LaBRER 


of Harry M. LaBree as man- 
ager of the housewares de- 
partment. He succeeds Lyle 
N. Johnson who resigned. 
Mr. LaBree had been with 
Marshall-Wells Co., whole- 
saler in Duluth, Minn., since 
1928, except for time in the 
service during World War 


I, 





RICHARD G. EDWARDS 


R. G. Edwards Joins 
American Hardware 


Richard G. Edwards has 
been appointed director of 
merchandising for American 
Hardware Corp., New Brit 
ain, Conn. His appointment 
is effective Jan. 1. 

Mr. Edwards had been a 
director of merchandising at 
The Stanley Works 
1953. 


since 


True Temper Appoints 
Lange to Sales Post 


Christian A. Lange has 
been named eastern district 
sales manager of the Hard- 
ware Div., True Temper 
Corp., Cleveland, Ohio. 

Mr. Lange had been gen- 
eral sales manager of Do- 
mestic Sewing Machine Co. 
Div. of White Sewing Ma- 
chine Co., Cleveland, Ohio. 





CHRISTIAN A. LANGE 


Stanley Hardware Div. Completes Changeover 
To Unit System, Publishes New Price Book 


Stanley Hardware Div. of 
The Stanley Works, New 
Britain, Conn., is now pric- 
ing all its standard hardware 
items in the unit system. 

The company completed 
the changeover to unit pric- 
ing with the publication of 
a new price book. 

The new price book shows 
all prices by pieces and pairs. 
Items formerly ordered by 
gross or by dozen will now 
be ordered in pieces. Stanley 
no longer has “gross pairs” 
or “dozen pairs.” The cor- 
rect term now used is 
“pairs.” 

All package labels are be- 
ing changed to the pieces 
and pairs terms. The next 
issue of the hardware cata- 
log also will use the basic 


unit categories and prices. 

The company is changing 
all hardware packaging to 
the decimal system. Eventu- 
ally, all standard tines will 
be packed to correspond to 
the new unit pricing system. 

Stanley also has changed 
its hardware class numbers. 
References to individual 
prime coated class numbers 
have been discontinued. 
These numbers now will have 
a “P” at the end. 

Individual galvanized 
hardware is being changed 
to the base plain steel num- 
ber ending with an “R.” 

To help customers adjust 
to the new system, al! labels 
will carry the new number 
followed directly by the old 
number for one year. 
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Massachusetts Dealer of Rotary International. He ° 
- ee eee ene ce.., Dostwick-Braun Elects H. L. Thompson, Jr. 
s Honored by Rotary Senak seus 
sc rear. : 
ails We Aachen, deed the ees ak ak President To Sacceed Late I. R. Pancake 
of Appleton Hardware, Den- nate activities of 42 Rotary Mm. be Thompson, JP. has active in the wholesale hard- 


nisport, Mass., has been Clubs in Massachusetts and been elected president of ware bua'ness since 1938. In 
elected a district governor Rhode Island. He also is a Bostwick-Braun Co., whole- that year he joined Bostwick- 
director of the New England saler in Toledo, Ohio. He SuUC- Braun is ari order clerk in 


Hardware Dealers Assn. ceeds I. R. Pancake, who the warehouse. 

died Oct, 21, Since then he has served 
Orgill Salesman Wins Mr. Thompson has been the company as a salesman, 
Vacation in Florida director, vice-president and 


sales manager, and most re- 
A salesman of Orgill Bros. cently as vice-president and 


& Co., wholesaler in Mem- Eegnklin Presents 1957 yeneral manager. 


phis, Tenn., won a seven-day Ad Program to Dealers Mr. Thompson also is a 
all-ex pense vacation for two member of the executive com- 


in Florida. Franklin Hardware & Sup- mittee of the Nationa! 
He is Robert Ballard who ply Co., dealer-owned whole- 
had the highest sales volume galer in Philadelphia, pre- 
in a contest sponsored sented its 1957 consumer ad- also elected A. FE. Hargreaves 
jointly by Orgill and Martin- vertising program to dealers sales manager to the board 
FRANK H. APPLETON Senour Paint Co., Chicago. during its recent series of of directors to fill the 
fall meetings. Ten meetings jate Mr. Pancake’s unexpired 
were held throughout the term 
company’s area. 


The 957 rr 
DEALER BRIEFS: The 1957 program will 


consist of a mid-winter flyer, 
spring catalog, summer cir- Wholesaler Drops Show 


Marshall-Wells Store Opened in Shopping cular, fall flyer, gift book, Delaware Hardware Co., 
toy book and a monthly shop- wholesaler in Wilmington, 
Center; 2 Other M-W Stores Change Hands »°"-*opver program. Del., announces it has can- 
George Bauer, William celed its 1957 show Too 
Minneapolis, Minn. A Work on the 15 x 50 ft ad- Briggman and Leon Herron, many manufacturers had 
new franchised Marshall- dition was started in Sep- Jr.. represented Franklin at other commitments, the firm 
Wells store has opened in the (Continued on page 116) the meetines said 
suburban Southdale Shop- 
ping Center. The store has 
10,000 sq ft It features 
quick-service. The staff of 
eight full-time persons and 
10 part-time persons is 


Wholesale Hardware Assn. 
RBoatwick - Braun directors 








Heitmann’s New Warehouse As Seen from the Air 





headed by Lee Larson, store a co ~ 
manager ™ to 
. an 
La Grande, Or Hollis Pa 


DeGrofft has purchased La 

Grande Marshall-Wells Store, 

1114 Adams St., from D. H. 
mo McNamara Hardware 






New York Milla, Minn 
The Marshall-Wells Store at 
New York Mills has been sold 
by Ade Carlson to Mr. and 
Mrs. Thompson. 


> 


ae 


Rock Ledge, Pa.—Acker’s 
Hardware, Huntingdon Pike, 


: F. W. Heitmann Co., wholesaler in Houston, Tex., recently opened a new office and ware- 
has added a new wing, its 


house. The warehouse contains 156,000 sq ft of floor space. This aerial view shows the 
second, to its store to be used warehouse, and parking space adjacent to the new buildings. Formal opening ceremonies 
strictly for gardening tools. are scheduled for thie month. 
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NEWS OF 


News of the Trade 


MANUFACTURERS AGENTS 


Robert B. Hamilton Co. 
has been organized to repre- 
sent manufacturers of hard- 
ware, industrial and garden 
suppiy lines in New England 
Mr. Hamilton recentiv re 
signed as general sales man- 
ager of Consumer Products 
Div., Hewitt-Robins Ine.., 
Stamford, Conn, He had 
heen with the Hardware 
Div., Seovill Mfg. Co., Wa- 


for Nebraska, lowa, Kansas 
and Missouri; Percy & Gene 
Sears, Greensboro, N. C., for 
the South; J. M. Patten & 


Son, Memphis, Tenn., for 
Mississippi and Tennessee; 
and Boyd Dudley, Syracuse, 
for New York. 


DEALER BRIEFS: 





terbury, Conn, His agency's 
headquarters is P. O. Box 
472, New Canaan, Conn. 
vy 
Bridgeport Braaa Coa, 
Aerosol Div., Bridgeport, 
Conn., has appointed Kuhns 
Brokerage Co., Wichita, Kan.., 
ite representative in Kansas 
vy 
Roto-Kdger Div., Oregon 
Saw Chain Corp., Portland, 


Ore.,, has appointed these 
representatives: Art M. Pe. 
ters Jr., Simsbury, Conn., 
for New England; J. F 


Tapp Co., Kansas City. Mo., 


FENCE FUNNIES 


(Continued from page 115) 


tember and was completed 


recently. It increases the 
store’s floor space by one 
third. 

Flemingaburg, Ky. Lu 
clan and Clinton Watson 
have purchased the G. W 
Edmond Hardware _ store 


from Mr. Edmond. The store 
is now called 
Hardware. 


Watson's 


Schenectady, N. Y.—~Ter- 


minal Hardware recently 
opened a new self-service 
hardware store at Stop 30, 








Albany-Schenectady Rd. The 
store features a fully-equip- 
ped snack bar. 


B. F. Halliday Honored in San Francisco 





Ben:amin Franklin Halliday (left), sales manager for Dun- 


ham, Carrigan 


wa 


& Hayden Co., 
presented with a plaque by the San Francisco Pot & 


San Francisco wholesaler, 


Kettle Club recently in recognition of his 46 years of service 


to the housewares and 


hardware industries. 


Arthur Nus 


baum, Pot & Kettle Club president, made the presentation 





LAND SAKES! THIS 


BETHLEHEM FENCE 
REALLY GOES UP FAST! 





i 


MOVE! 


7h 














Ask your 
jobber for 

these 
Bethlehem Steel 


116 


C'MON, MULE! 





















































NAILS AND STAPLES 





STEEL FENCE POSTS 


BARBED WIRE 


BALE TIES 
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Stanley Appoints New 
Merchandising Head 


G. Geoffrey Young has 


been appointed merchandis- 


ing manager for The Stanley 


Works, New Britain, Conn. 
Mr. Young joined the com- 


pany in 1939. Since 1951 he 





G. G. YOUNG 


has handled sales promotion 
for Stanley Hardware and 
Stanley Electric Tools Divs. 
Joseph X. O’Brien has 
been appointed eastern re- 
gional sales manager for 
Stanley-Judd Div. 


-News of the Trade 


Bigelow & Dowse Salesman Wins Trip 
—a ff 2 - TA 





J. X. O'BRIEN 


Mr. O’Brien joined Stan- 
ley-Judd in 1954 as assistant 
to the weneral sales manager. 


New Officers Elected 
By Philadelphia Club 


Save the Surface Sales- 
man’s Club of Philadelphia 


Joe Scozzari, salesman for Bigelow & Dowse Co., whole 
saler in Needham Heights, Mass., poses with his family be 
fore boarding plane for Bermuda. Mr. Scozzari won the 
recently elected new officers trip for having the best sales and service record among the 


They are: Jay H. Brown, company 6 salesmen during a recent contest 


president; J. Sam _ Buten, = 

first vice-president; Henry Seles Office Moved 
L. Hatton, second vice-pres- 
ident; Royal K. Beatty, sec- 
retary and treasurer. 


ed its general sales office 
from the Merchandise Mart, 
Quaker Mfg. Co. Div. of Chicago, to the plant at 


Florence Stove Co. has mov- Lewisburg, Tenn 
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Cartoon ads like this, appearing 





regularly in regional farm papers, are 


catching the attention of vour prospec 18. 

















ef. ce. 
CLOTHES AUTOMATIC BOLTS 
LINE BALING WIRE 
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News of the Trade 


Lasko Products Given Item of Year Award 





Of Supplee; 7 Salesmen also Win Prizes 


Wm. Geo. Steltz (left), president of Supplee-Biddle-Steltz 


Co., Philadelphia wholesaler, presents an award for the 


“Item of the Year 


to Harry Lasko, president of Lasko 
Metal Products Co., West Chester, Pa 


The award, whi h 


is made annually, was a feature of a recent banquet that 
aleo marked Mr. Steitz's 50th year in the hardware business 


The award for the out- 
standing “Item of the Year,” 
presented annually by Sup- 
plee-Biddle-Steltz Co., Phila 
delphia wholesaler, was won 
this year by Lasko Metal 
Products Co., West Chester, 
Pa. 

The award was made at a 
banquet attended by sales 
and warehouse employees of 
Supplee recently at the 
Philadelphia Rifle Club. 

Guests of honor Harry 
Lasko, president, and Oscar 
Lasko, treasurer of Lasko 


Lowe Brothers Chairman 
Honored on Retirement 


Donald A. Kohr, who re- 
tired as board chairman of 
Lowe Brothers Co., Dayton, 
Ohio, was honored at a tes- 
timonial dinner recently. 

Special guests were Ar- 
thur W. Steudel, president, 
and Dr. N. E. Van Stone and 
5. B, Coolidge Jr., vice-pres- 
idents, of Sherwin-Williams 
Co.; William M. Stuart, pres- 
ident, of Martin-Senour Co.:; 
W. J. Jenkins, president, 
John Lucas & Co.: Gordon 
H. Robertson, vice-president, 
Acme Quality Paints: 


Metal Products Co., accepted 
the award. 

The banquet also marked 
the 50th year in the hardware 


trade for Wm. Geo, Steltz, 
president of the wholesale 
firm. 

Seven Supplee salesmen 


received prizes at the dinner 
for outstanding sales records. 
They were Anthony Thoma, 
Gordon Reiselt, Frank Lynch, 
Bud Swayne, Ike Rogers, 
Harry Imershein and Wm 
Callagher. 


George A. Martin Jr., presi- 
dent, W. W. Lawrence & Co. 

Mr. Kohr received a scroll! 
from the Sherwin-Williams 
board of directors and a 
leather-bound brochure, cov- 
ering his career from Lowe 
Brothers. 


Heads Large Lamp Sales 


Westinghouse Electric 
Corp. has appointed Robert 
DD. Barr, general sales mana- 
ger of its large lamp depart- 
ment. He has been with the 
company since 1933. 





H. 8. CALLAHAN 


Callahan Is Named Sales 
Manager of Atlas Tack 


Atlas Tack Corp., Fair- 
haven, Mass., has appointed 
Herbert S. Callahan 
for its 
standard products. 

Mr. Callahan had been as. 
sistant sales manager. He 
joined the firm in 1954. 


sales 


manager line of 


New Training Director 


Power Products Corp.., 
Grafton, Wis., has appointed 
Harvey L. Hoth director of 
service training. 


OBITU 


E. R. Wagner 


KE. R. Wagner, founder of 
KE. R. Wagner Mfg. Co., Mil 
Wis., died 


waukee, Nov. 4 





E. R. WAGNER 


Mr. Wagener founded the 
company in 1900. He was 
president until 1953 when he 
became chairman of the 
board. 


Louis A. Bittorf 


Louis A. Bittorf, co-foun- 
der and chairman of the 
board of National Mfg. Co., 
Sterling, Ill., died at his home 


Two Changes Announced 
By Wilcox-Crittenden 


Two executive changes at 
Wilcox-Crittenden Div. of 
North & Judd Mfg. Co., New 
Britain, Conn., have 
announced. 

Phelps Ingersoll, North & 
Judd vice-president and gen- 


been 


eral manager of Wilcox- 
Crittenden Div., has retired 
after 20 years with Wilcox- 


Crittenden 

John A. 
Crittenden general sales 
manager, has been elected 
North & Judd vice-president. 
He will still head Wilcox 
Crittenden sales policies and 
operations 


Morris, Wilcox. 


Show Dates Announced 


The first annual Home Im 
provement Products Show 
will be at the Hotel Statler, 
New York, Feb. 4-6. The 


show is sponsored by the Na- 


tional Combination Storm 
Window and Door Institute. 
Ine 


ARIES 


in Sterling, Ill., Nov. 9 after 
a brief illness. Mr. Bittorf 
helped found the company in 
1901. He was 80 


J. William Birkel 


J. William Birkel, 68, a 
partner in L. Birkel & Sons, 
dealer at 2200 W. Market 
St., Louisville, Ky., died 
Nov. 8, at his home in Louis 
ville, Ky. He had suffered a 
heart attack 


J. N. Willlamson 


James Nash Williamson, 
general purchasing agent of 
Nelson Hardware Co., whole 
saler in Roanoke, Va., died 
Nov. 14. Mr. Williamson was 
60. He was with the company 


since 1915 


irvin H. Rickert 


Irvin H. Rickert, a sales 
representative for several 
hardware manufacturers in 
the Upper Midwest, died 
Nov. 2 after a heart attack. 
He was 45. 
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A report in pictures of events in the trade 





HA Photo Angles 








Hiere are the company officials and distributor representatives who attended the eight 
week Russwin School of Finishing Hardware of Russell & Erwin Div., American Hard 
ware Corp., New Britain, Conn. Front row: (left to right) R. O. Miller, school instructor; 
E. H. MceCullech, general sales manager; Mrs. E. Rau, Builders Hardware Corp.; W. .J 
Ziegenhein, vice-president in charge of sales; V. H. Verby, promotional manager; second 
row: D. Barton, Industrial Hardware & Supply, Charlotte, N. C.; R. Jones, Brumm Build 
ers Hardware, Rochester, Minn.: M. Grady, Grady Hardware, Kinston, N. C.; M 
Schroeder, Schlatter Hardware Co., Fort Wayne, Ind.; D. C. Ellis, City Cycle & Awning 
Co., Soartanburg, 5. C.; J. A. Wagstaff, Wagstaff Hardware, Shefheld, Ala.; R. Taylor, 
Link-Watson Corp., Danville, Va.; 5. Superson and C. E. Holden, R & E sales repre 


sentatives. 





More than 1200 persons attended the 10 district meetings of lowa Retail Hardware Assn. recently. This is a general view 
of the group attending the meeting in Mason City. Secretary Philip R. Jacobson described the association s new building in 
Des Moines and discussed the coming convention, Feb. 5-8 Mark Biddle, management director, discussed the association s 
experimental radio program and explained the proposed “College of Hardware’ in Des Moines. Gene Siekmann, vice-presi- 


dent of Dubuque University, also spoke on selling. 





Salesmen of Clemson Bros., Inc., Middletown, N. Y., and its associate company, Victor Saw Works, Inc., recently attended 
the annual sales conference in Middletown. They discussed sales plans for both the Metal Cutting Saw and Lewn Mower 
Divs. for 1957. The salesmen and executives also took time out from the conference to pose for the cameraman 
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Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 
Set solid, maximum 6 words.... 
Ea additional! word.. 
Positions Wanted 
Specia! fate) set solid, meximum 
words Hbis neh abbchhs bsbheneoee ddnné 
Each additional 


Allow Seven Words for Keyed Address 
or Your Address 








BOXED DISPLAY AD RATES 
$8.00 per column inch 

5%, discount allowed for 4 or more con- 

secutive insertions of Boxed Display Ads. 

Cuts or special borders not accepted. 

Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
Chestnut & Séth Sts., Philadelphia 39, Pa. 


CLASSIFIED ADVERTISING RATES 


NOTE: Semples of merchoendise, literature, 
catalogs, etc., will not be forwarded to box 
number odvertisers, uniess accompanied by 
sufficient postage for remailing. 


No ageacy commission aliowed. 


HARDWARE AGE is published every other 
Thursdoy. Clossified forms ciose 3 weeks 
prior to publicetion dote. 


Remittance must 
of check or 
stomp. 


in form 
not currency of 


accompany order 
money order, 











Representatives Wanted 


Representatives Wanted 


Representatives Wanted 








TOP EARNING SALESMAN 
to handle nationally known line 
exclusively 


This man will cover Greater Chicago, North. 
ern Illinois, Wisconsin and Minnesota. You'll 
be selling to housewares and hardware job- 
bers who know us as well as their own 
names. We're one of the nation’s leading 
manufacturers in our field, have an all-in- 
clusive line and back you up with a vigorous 
promotion program. We want a young, ag 
gressive man, 25 to 39, who's looking for a 
real career. You'll get salary and commis. 
sion the first year and soon go on straight 
commission, Write fully in strictest confi. 
dence to 


Geox K-1, cars of HARDWARE AGE 
Chestaut & 66th Sts, Philadciphia 30, Pa 











(OVrY: WANTED! Men for Full-Time or 
Side-Line Selling of a wide line of nationally 
advertised RUNNER MATTING, STAIR 
TREADS, FLOOR MATTING, ENTRANCE 
MATS, SAFETY MATTING and COMFOR' 
MATTING. Earn a regular income up to 
$1000.00 per month by a high rate of commis 
Sic No investment on your part required We 
drop ship to customer, inveice the customer and 
remit commissions upon payment of invoices 
We turnish a complete line of samples, catalogs 


and literature at no cost to you, Leads from our 
national advertising and direct mail campaigns are 
sent to you. D. W. Moor ¢ Oo, 1731 
‘l olede Z, Ohio. 


Adame Street, 





MANUFACTURER DESIRES 
MANUFACTURERS AGENTS 


in New England States, New York State, 
Western Pennsylvania, Virginia, West 


Virginia, North Carolina, orida and 
Georgia. Calling on Hardware jobbers 
firet line hardware dealers and mill sup- 


sly dealers to sell our quality line of 
ted Top and Industrial Threa ed Rods. 
Applicante must be established aggres- 
sive outfite who can give this item vigor- 
ous attention covering their territory 
frequently and produce volume business. 
Give complete detaila when applying 


CHARLES HESS COMPANY, INC. 
1020 East 46th Street, Brooklyn 3, New York 





ne me oe Se ne 





ESTABLISHING 


New nations! Bales feree of Manufacturers Reps with 
hardware contacts. Deel ts unbeatable Age or ex- 
perience no barrier. ““Thirety and Thirty’ of “Pat 
ana Fifty.’ We know what were deing. if you ad 
com tect 


ACCESSORIES MANUFACTURING CO., inc. 
301 Admiral Bivd., Kansas City 6, Missouri 
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Representatives wanted by 
NATIONAL ADVERTISER 


Experienced, aggressive representatives, 
now selling metal building products to 
hardware, plumbing and heating, roofing, 
and building supply jobbers, sought by 
leading manufacturer of gutter guards 
and tension screens. Exclusive territory, 
liberal commission. Reply in confidence, 
stating lines now handled and territory 
covered. Address: 


LOCKHART MANUFACTURING CORP. 


1937 Book Tower, Detroit 26, Mich. 








Sales Representatives Wanted 


One of America's largest mass production 
companies is now producing a custom 
design bathtub enclosure incorporating 
outstanding qual'ty features, priced for 
volume sales. Unique merchandising pro- 
gram assures sales momentum and un- 
usual opportunities for large earnings. In- 
quiries invited from established sales 
representatives now calling on building 
supply, plumbing supply and hardware 
supply outlets. Please state lines now car- 
ried and territory covered in your reply 


Address Gox K-44. care of HARDWARE AGE 
Chestnut & S6th Sts., Philadeighia 39. Pa 








PACLUSIVE PROTECTED TERRITORIES 

| open tor national! distributed unique water re 
placement plumbing specialty ttem packaged tor 

sale to plumbing supply houses, hardware distrib 

| utors and retailers (nique demonstration sells 


i & out of 10 on firet call 
of HARDWARE 
delphia 





Address: KBox 620, care 


Ace, Chestnut & 56th Streets, Phila 


}’ 
a 


PAINT BRUSH SALESMEN 


Vatablished suceessful manufacturer with powerful line 


9. 





has open territories for sales producers. Prefer men 
ealling on paint, hardware, lumber dealers and large 
industrials. Will consider sideline men. We operate 


New York and Allania warehouses 


Address Geox G-2. care of HARDWARE AGE 
Ohestaut & 56th Ste.. Philadetphia 36, Pa. 


REPRESENTATIVES 








Manufacturer of Household Hand 
Trucks has several territories open on 
fast moving item for hardware, house 
ware jobbers, department § stcres, 


etc 


chains Address: Sales Manager, 
P. ©. Box 371, St. Louis, Missouri. 


PAINT BRUSH SALESMEN 


Prominent peint brush manufacturer has open terri- 
tories for successful sales producer. Prefer men now 
ealling on paint, hardware, lumber dealers and tndus 
trials. Protected territories. Betablished business. Wil) 
sieo consider sideline Man or manufacturers sgent 
Address Geox 615, care of HAROWARE AGE 
Chestnut & S6th Ste., Philadeiphia 39, Pa. 


beeen = 


97 wes ~ , 


FLOOR WAX SALESMAN 


Old Dominion Wax will make you a profitable 
repecting line. Highest commision. Wonder- 
ful side tine. Many territories open. inquiries 
invited 


PERROW CHEMICAL CO., Hurt, Va. 



































PAINT BRUSH MANUFACTURER SEEKS 
REPRESENTATIVE for protected territory call- 
ing on hardware, paint, lumber, etc., stores; New 
England, California, West Penna. and New York 
opes. (north of Westchester County). Write wus 
full details. Address: Box M-14, care of Hangp- 
sane Ace, Chestnut & $6th Sts., Philadelphia 39, 

a. 


MANUFACTURERS REPRESENTATIVE 





WANTED BY OLD ESTABLISHED MAN! 

FAC TURER OF ALUMINUM COOKING 
t TENSILS Territories open Nar Sas, lowa, 
and Nebraska: Texas and Louisiana: Maryland, 
Delaware ind )§«€6(Distriet of Columbia Straight 
commission basis. State fully territory now cov 
ering \ddress: Box M-2, care of Harpwanre 
Ace, Chestnut & 56th Sts., Philadelphia 39, Pa 














ee 


Manufacturer's RepresentativeWanted 


Salesman now calling on hardware and veriety stores 
with two or three non-confiicting Lines We offer «a 
good staple line of 19¢, i5¢ and 89e paints, low-priced 
gallon paints and a nationally advertised line of popu 
lar priced paints on « commission basis. This mer 
chandise hes mass market appeal. Pivery store selling 
paints ie a good prospect, Write advising age, terri 
tory covered, how often you cover it, lines now carried 
Address Box K-(0, care of HAROWARE AGE 
Chestnut & 56th Sts.. Philadeiphia 39, Pa 





_ =~ 








||  WATIONALLY KNOWN MANUFACTURER 
| SEEKS AGGRESSIVE SALES AGENTS 


to represent our fast selling line of piastic garden 

hose eprinklers underground eprinkier #ets, ets 
Many territorti« avaliahic Commission pasts For 

' ward eomplete details. type of trade you contact 

exact territory ets ty 

| Address Box &-4, care of HAROWARE AGE 

Chestnut & 56th Sts., Philadelphia 39, Pa. 








BUDGET PRICED PAINT LINE OPEN 
WE OFFER: The cutetanding tine in Promotions! 


paint Protected § territery Liberal Commissions 
Progressive. eressive management 
WE SEEK: Experienced men for established terri. 


tories in New England and Mid-Atlantic States, on 
full time basis. Many partially established terri. 
teries (East of Micsiesigp!) open on sideline basis 


PROCTOR PAINT MFG. CO., Yonkers, Mew York 


joseph A. Markell, President 











REPRESENTATIVES WANTED TO CALL 


ON Jobbers, Dealers and Department Stores. Non- 
skid rue coating, contact adhesives and fabric 
paints (,ood commission. These products now 


sold in leading department and hardware stores 
Address: Box M-1i1, care of Haspware Ace, 
Chestnut & 56th Sts., Philadelphia 39, Pa 








Accounts Wanted 








ATTENTION MANUFACTURERS! LINES 
WANTED FOR FLORIDA ONLY RESIDENT 
REPRESENTATIVE to the hardware and plumb 
ing distributors and dealers-—will give you the 
coneentrated coverage that the growth of Florida 
demands. Address: Box M-6, care of Hamnowane 
Ace, Chestnut & 56th Sts., Philadelphia 39, Pa 
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Accounts Wanted 


Help Wanted 





Business Opportunities 

















MANUFACTURERS 


Multi Million Doller 
hard hitting sales organization of 32 men 


Nationally known 


with highly successful merchandising back- 
ground and reputation for getting results, 
seeks additional lines with volume posi- 
bilities. We contact Sporting Good, Hard- 
ware, Rack Jobbers, 
Army and Novy stores, Chains, etc, Well 
established accounts in U.S. and Canada. 


Department stores, 


eare of HAROWARE AGE 
Phiiadeighia 39. Pa 


M.t6, 
oth Sts 


Address Bex 
Chestaut & 




















Covering all classes of jobber Can render reliable 
aggressive service. We are national distributors with 
established actively operating ranch offices in New 
York, Philadelphia, Detroit. Cleveland and Lau 
ville We Carry the account or you can hill direct 
Inquiries invited. Writ ANCO Corporation, 7 Wood 
Street, Pittsburgh 22. Pa 
MANUFACTURER DESIRING 4, FS IN 
‘ REASE IN the States t iy " } nois, Lowa 
ind Wisconsin We est hed ufacturet 
went fifteen ears ¢ WW esale Hard 
ware, Industria lobber Build ( ontrac 
tor Suppliers like i é t ' 
tential to above trade rw: ive ana ¢ ' tT 
Dasis Kind! ma full pa | 1d Hox 
VMs. care i HaAROWARI i ‘] WN 6th 
Sts., Philadelphia ) Pa 





ATTENTION 
MANUFACTURERS 


Of Hardware and Houseware Special- 
ties. Are you getting the best sales 
potentialities in the Chicago area, Illinois 
and Wisconsin? We have been factory 
representatives for the past 33 years 
catering to the Distributors, Jobbers, 
Mailorder Houses, Chain stores, and bet- 
ter Dealers. If your item is saleable we 
will sell it. Let's start the New Yeor with 
a bang in sales volume 
Address Box M.-16 
Chestnut & 56th Sts 


HARDWARE AGE 
. Pa 


eare of 
Philadelphia 














ADDITIONAL LINES WANTED 











lLeag eatablished sales organization eovering 
all Mouthern States Virginia through inelod 
ing (ikliahboma and ;excas serving Wholesale 
Hardware and Mil Supmivy Honees desires ad 
ditional volume lI! me Itivhest. references from 
both jobbers and compe * now represented 
Address Gow K-?. care of HAROWARE AGE 
Chestnut & Séth Sta... Philadeighia 39. Pa 
EXPERIENCED AND ESTABLISHED man 
ifacturers epresentativ: ' me additional 
quality line tor wholesale hardware and specialty 
distributors Derritos Fast Penneyvivania, South 
lerse Delaware and Marviand. lLaweon & Wig 
gins, 214 Rodman Ave., Jenkintown, Pa 
WANTED 5 MANt FACTU RER WHO 
WISHES ¢t ' product Hardware Stores 
in the states { Minnesota Dakota and Wis 
consin on lirect Manufacturer to Dealer basis 
This advertisement aL another mar 
facturer Ww 6 an aie tf salesmar nm ti 
territory } who tee that s salesman could use 
a companior ne ‘ nawers will be held r 
confidence i f llampware 
Ace, Chestnut & Sth Sts }’ wiciphia 3 Pa 


ASSISTANT MANAGER 
— DOOR SALES 


Here is unusual opportunity for a 
man who has had thorough admin- 
istrative sales experience in the 
building products industry, with 
special emphasis on builders hard- 
ware, especially for doors and 
openings. The man we want will be 
given a definite opportunity to 
grow into a full management posi- 
tion as soon as he can demonstrate 
his capacity. He will be associated 
with one of the oldest, largest and 
most progressive companies in the 
building and structural metal prod- 
ucts industry. The company has en- 
joyed a constant history of growth 
with specific plans for continued ex- 
pansion. Give complete work his- 
tory and personal information. 


ef HAROWARE AGE 
Philadeiphia 39. Pa 


Address Gex M.7. care 
Chestnut & Séth Ste. 











WANTED EXPERIENCED SALES REPRE 
SENTATIVE te represent nationally know: 
manutacturer of Builders Hardware. Locks ine 
‘ ibinet lHlardware, covering the har lways tract 
the states of Pennsylvania, Maryland, District of 
‘ 11 fi \ irgimia, Weet Virginia and Kent b 
state full particulars im firet letter f pos mies 
epresentatives know of this ad All replies held 

fidential Addre “ H. + Ml ; ire llame 
wane Ace. Chestnut & 56th Sts Philadelphia 
a 

SALES MANAGER. Qld established man 
facture? begsicles hardware ha riipte Frys 

ram ing ma ; sles ma iwet Vi iat t 
7. experienced boey iders na iware mini “ ' 
resume about your backe: ad are ther part 
irs and enclosed photogra iwaelf, Colles 
vraduate preferred. Address: Rox K-31, care of 
bLARDOWARE Ace, Chestnut & ft sts 1") i 
ohia 39. Pa 

BUILDERS HAKDWARI LT} MA 

nted tor a protected te ' tive ‘ ica 

cal w i¢ iif } ' ' ' call oo 
: : ' } ‘per frie ‘ ‘ ' ; i Tt a 7 ar iwifia 
it and ’ nfiident 
ldreas Bow VI bia wae \ 
‘| ty t & 56th ' | _ , la 





Business Opportunities 











HARDWARE STORE CENTRAL NEW 
YORK STATH established | nes cate 
mai street cnr eat tow mp M oder: 
tore front mi fixtures { lene took hardware 

sewares and paint. Lease building re nahle 
rent. Seil at mventor ' a6 ikl ee arid « ' 
shout $25,000 complete yner retiring AAdes 
Bex hk + care of bL ARO WARE Aas { heat an 
6th Sts.. Philadelphia 19, Pa 

FLORIDA RETAII HARIWARI STOR! 
FOR SALF located in centrai Florida. Pro 
wress e city, ¥ u . ‘ ' ‘ Na e 
leal For detaile writs Addre Hox M-15. care 
OT li amowane Aa? ‘ heats t & hth ste Vhila 
deiphia 39. Pa 

\W ANTED A lHiardware ‘St ome where 

rginia in a town with approximate 1) 070) 
“~pulation. Stoek must not exceed $1 W rite 

| ful niormation of town and wear 1 me * 
AAAs Res W eare of tlaeowane Act 
(hestnut & S6th Ste, Philadelphia ) Pa 


HARDWARE AGE, DECEMBER 6, 1956 


SEND FOR OUR PLUMBING CATALGG #/-56 
WITH OUR SPECIAL LOW PRICES ON OUR 
FALL LINE OF PLUMBING GOODS. WE WILL 
ALSO PUT YOUR NAME ON OUR PERPETUAL 
MAILING LIST TO RECEIVE ALL OF OUR 
MAILINGS. 


Seaboard Plumbing Specialty Corp. 


1007 ATLANTIC AVE., BROOKLYN 38, HW. Y. 








FOR SALI HI ARUWARE APPLIANC! 
AND PAINT STORE | eeated in South Centra 
Fiorda, over fittv vears same loeation. reasonalble 
rent beat location in town require S45 fhbeh te ' 
handie. Other interests require attention ' w the 
A ddresa Box 1-24. care i Haspware Ace. C heat 

t & Séth Sts., Philadeiphia 39, Pa 

AM INTERESTED IN ORTAINING A 
SHARE. in industrial supply husiness mat @e% 
ertence manager, and share holrle im: «=6Gotlering 
eT ees and up to 5 v.00 canal preter the state 
t New Jersey or the eastern part of Plorida, eas 
furmal bank ind business reterfetices conficdien 
tial \ddress: Rox M eare of Tiamowane Act 
‘ heatnut & hth Sta Philadeiph " > Pa 

POOR SAT I Hiardware store Locate 
south Alabama town. over 40 years same location 

ies over $100 0 last veaur inventory Ff) (MM) 
vill diseount, lease or sale on building \ 5 « 

rtunity tor some one Addreas Has | j 
ire of Hapmoware Ace. Cheetnut & bth St 
hiladelphia 9, Pa 

"ALI HARDWARE RUSINESS, SUBURE 
(or READING, PA Located in excellent shor 

ng area on huay cornet Keal estate included 

‘tory briek building covers whole hw J} 
ipartments nad ard rd floors Basement 
piay roeon Established ears tf ontact 
it. Blankenbiller, Realtor: * Penn Avenue 
West Reading, Pa 
Positions Wanted 
POR YEARS A TOR PRODUCER tor oa 
eid Hiardware Wholesale: | would tikes 
tion with a Manutfaeturers Agent ; 
. slere in the San Fran ‘ irca with tut 
\ ite Statu Yith m varied experience | 
ler iiified ft pet excellent es ' I ei 
; ’ nore at " " | ’ 
esent employer Aclere i i care ' 
lias ARE \ce ( heat A ' ' *] 

i ). Fa 

i (th } | Hii ARW ARI i} VIAN 
wave im the J . ‘T wert ; : 

‘ sat tee ear for the ; f ; ‘ 
iHlarcdware obbet present enresernt : res 

riage + chanwe before loan 7+ ; V\ rt 

epresent Manufact ellen ss 

‘ mn Illinois Mis ' seit . fates 
“ end omplete ' suti recy teat 
' ress Heo» | enve of tlapnwars Act 
tnut & Séth St Philadeiphia 9. Pa 

ATTENTION MRP PRESTDF i Ar 
f YS - low net income F rvvy | he re 

cut r nterested if} r ; ch we Ty a 

ig ft preserit earnings } “i enced 

phases wholesale operat ; have outstanding 
record ; nal @niar with imomus ifrangzement 
rete itheaet Address | eave of Tiaen 
wane Ace. Chestnut & 54th & Vhiladeiphia 
Va 

SALESMAN WITH INSIDE (ot TStibe 
SF LLING experience leaires fe ' tw 
fast selling lines for Phi idelohia ict Sa ried 
ne territory. Can furnish beet references Have 
ite model car and will travel. Address: &. Hoff 

um, 545 Hoyt Rd., Huntingdon Valley, Pa 
CATALOGADVERTISING MAN AVATI 
AHS (onverseant hardware field seekina rea! 
challenge opportunity te Wholesaler or Manuta 
turer Ability to write-head denartment «on 
tacts buyers, suppliers in-plant printing compilin 

ia ite upkeep saleemens catalogs orices 
hbroadeides. (iperate varityper (#llewe graduate 

esuMme request \ddreas Rex M.t care 
Haspwaee Ace Chestnut & ith Sts Vhilace 
hia ’ Pa 














UP Sales and Profits 


in linware with 


nationally advertised 
MOULI LINE 

NEW... the rapid 

MOULI MASHER 


with 3 grills 





















Another new 6, ; 
MOUL! work. - 2 9 ii 
spree joins / 

e worid. Ls 
feameus gm a" 
MOUL! fine —— 
of ftast-sell. 
ing uinehen a" Ag fA i, ff" > 
utensite. is 
new masher | 4) 
dows a fest, 
simple mashing job on vegetables, fruits, etc 

ond it @ wee strainer for broiled 

foods, too 


macaroni, < 


Smashing all sales records! 
Thousands sold every day! 


VO ft 


MANU rAS & 


RINE ; | 


RPORATION 








WHAT'S NEW? 


Turn to pages 83-84 of this 
issue. The Quick Check Card 
properly filled out will bring 
you quickly the details on 
new products that interest 


you. 


IT'S QUICK—IT’S FREE 
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I want to see why Anchorite Wall Plugs are the No. 1 screw anchor 
in America. Send me a 25¢ 12-pack PREE. No obligation involved. 













Nome 
Firm 
Address 
City 


yy 









This is the only coupon 


e the in the world that con get 
you @ 25c Anchorite 
shorig S i2- pack - FREE! Mail i 
ex Panetonr today! And this sell 
WALL PLUG f selling display is the only 
P.O.P. disploy one thot can mate your 
° screw anchor sales grow 
into big, steady profits 


Order from your 
jobber or write direct 


We: Te atese a nines 
This Christmas for big 
volume business with 

big profit margins 

sll DOMINION 





A new concept in lawn care... 


LINCK’S LIQUID SPREADER 


puts more dollars in your pocket 


theme, “Takes the Guess 
Work out of Lawn Care,” 
will send customers hurry- 





Our new profit-packed 
program features a com- 
plete line of liquid turf 


chemicals. Our largest ing to your store. See 
promotional campaign your wholesaler or write 
ever, based on the manufacturer today. 


©. E. LINCK CO., Inc. 
Clifton, N. J. 


makers of DI-MET Crab Grass Killer 


123 



























FLARE 
and COMPRESSION 









TYPE FITTINGS 3 LMAMEDIATE 
at E DELIVER 





DOWN TO EARTH © 


ae Complete Catalog 


PRODUCTS CORP. 


PLANO, TEXAS 


ee ae 


» EASTM 


MARSHALLTOWN, 


IOWA 








Mesias ee 7 tie 
POTATO BAKE - a 
RACK | ) QUICK ' 
| ' BAKED 
89¢ RETAIL | 4 2 


POTATOES 


Folds flat for Selling 
—for storage at home. 
Potatoes bake FAST 
because aluminum con- 
ductea heat 4% times 
faster than eteel. 








Hiousewives like the heat 
foiding feature And conducting 
it takes little counter 

space, can be solid on ALUMINUM 


pet beards. An exer 
lent value for the con- | 
sumer, and «a profit i 
maker for the trade at 
80¢ retail 





| One of 50 Kenberry Gadgets JOHN CLARK BROWN ‘«< 


Ask your jobber, or 
write for information. 


OnE MONTGOMERY ST 


GELLEVILLE ONY en berry Gavotte 









PUTTY KNIVES 
WALL SCRAPERS 
oodell LINOLEUM KNIVES 


“ays 


GOODELL COMPANY 






GOOD materials 
GOOD tools 
GOOD craftemanship 





va 







ANTRIM, WN 





. H 





' 





HAVE YOU SEEN 


Red Jacket’s “Submerga” 
Pump Package? 
It Sells Itself 
RED JACKET MFG. CO. 


DAVENPORT, IOWA 


























Sell the heeft y« 


ILLBRONZE 
heavy-duty 


ALUMINUM 
PAINTS 


RUF-TOP 


om h ,*7 


ae 


“~ 


‘Cc oeaoriune 


e-= 


= 


Wr 


AA Ho: 


~~ 


i ’ Rubberized Aluminum ¢S 
©. © Ename! 4 2 
eo Ae, ES 
Li y 


ILLINOIS BRONZE POWDER CO.,, Inc 





HI-TEMP 


Heat-Rescistant 


RUB-R-KROME 


alll 


Aluminum Paint 


Pub & 


CHICAGO 16, ILLINOIS 





Furmture Rest — Pintle Type 




























i124 






Set of 4 in Pas 
az : S-coter Bex, Rubber Expander 
cook Pah | ubular reg 
RUBBER CUSHION GLIDES ye 
Wendertul ter all weed 
and 6 metal) furniture 
anaes cgay 43 ar 
ey sp Bakelite Furmiture Rest a"Seoler cord 6 oreet 
%* ”, £4716", 1%", 1%" 
PROMPT SHIPMENT : 
Ask your jobber, if he is not supplied, write ’ 
. Rubber Adjustabie Tubutar 
- —" ROBERT E. MILLER & CO., INC.., men ten | ett, | Mile. ta 
. 35 Peorl St.. New York 4, N. Y. 


[| 
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Not a lupury 
but a Necessity 


: 
3 
‘ 
& e 
— 
a 4 
aa 


PAINT CONDITIONI 






Tube System’’ Paints Absolutely Safe el elaclalicia: 


gal 
, 60 eycle, 


om: 1350 per min 
: automatic, integral 
er~30 sec. to 15 min 
Accessories Available: Ped- 
estal base, Pedestal base 
with feet, Counter base. 
Square can adapter, Four 
can adapter 


Rad Devil NO. 33 
PAINT 
CONDITIONER 


ee ~ 
~ an 
poo 
el 


~ 








For up te 5 galien cans 
omes with adapter for shaking 
TOUR ONE GALLON CANS IN CARTON. 


peeds ser vice—up to 4 times as fast 


Cepacity: Up to 5 gallons, U. & Standard 
Oscillation; Patented triple three-way action 
Meter: 4 HP, 50 cycles, 100 volts AC (other 
currents and explosion proof motor available) 
Operating Space: 15," « 39° 
Stendard Attechment: 2 gallon, odd size adaptors 
Also Available: 

No. 31 Portable Paint Mixers 


3 models available to fit up to 5, 30 and 55 gallon drums. 


Rod D evil Toots. Call your jobber 


Union, N. J., U. S. A. TODAY! 
World's Largest Manufacturer of Painters’ and Glaziers’ Tools Since 1872. 





FAMOUS 
BOSS 
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THE HUENEFELD CO. 


= 
CINCINNATI 25, OHIO 
: _ Established 1872 








PH) em" 
. es as 


